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Avoid Mistakes in Computing Interest 


Protect your best interests by accuracy in computing interest. Avoid 
mistakes and keep depositors happy. Avoid mistakes and keep your 
profits up. 


Accomplish this by a method so simple that an inexperienced clerk can do it, 
by a machine so efficient that it saves you hours of valuable time and hundreds 


of dollars in interest every year. 


The Meilicke Calculator Computes 
Time and Interest Simultaneously 


All at one operation in the twinkling of an 
eye—the Meilicke Time and Interest Calcu- 
lator computes both the time and interest 


on all interest-bearing transactions. Therein’ 


it differs from any other device which com- 
putes the interest only. 


The Meilicke Time and Interest Calculator 
works faster and more accurately than any 
other device. Saves 34 the time now wasted 
in figuring interest. Saves the interest you 
lose through undiscovered errors. 


It safeguards the foundation of your busi- 


ness. It computes accurately the interest 
you earn or the interest you pay out— 
calculates it faster than the human mind. 


It is simple, accurate and efficient. The 
most inexperienced clerk can operate it. 


This remarkable device is as necessary to 
bankers as the Automatic Computing Scale 
is to merchants. It stops the leaks—pro- 
tects the banks against loss —safeguards 
customers—wins patron’s confidence. Send 
for descriptive literature containing endorse- 
ments of prominent banks. 


Meilicke Calculator Company 


C352 North Clark St., Chicago, II. 


**The Meilicke Way Saves Work and Delay’’ 
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“The Seuss of Quality” 


Brown & Bigelow — Quality Park— Saint Paul 


“Well, well! The American Trust folks are good 
scouts as well as good business men” 


It does a man’s heart good to discover that this is a far better and kindlier busi- 
ness world than he had thought it could be. He fairly radiates warm gratitude! 

Friendliness is a priceless quality in business —a vital force which makes its 
sales more quickly and more surely than any amount of dry logic or argument. 
It cannot be neglected. It is too valuable. It must be intelligently fostered. 
That is the concern of Remembrance Advertising. 

Brown & Bigelow, specialists in Remembrance Advertising, have spent twenty-five years in 
fostering friendliness for their clients. Very naturally they have developed a host of intelligent 
methods of expressing sincere appreciation; and have achieved a signal skill in the production of 
those business gifts which are most appreciated. The rich Mission Leather bill fold here shown 
is but one notable example of their worthy articles in Leather, in Metal, in Cloth, in Celluloid, 


and in Paper—all welcome gifts, sowing the seed of friendliness from which springs the harvest 
of good will. 


Through one hundred and fifty representatives, these specialties—with apt suggestions for their 
use—are quickly at the disposal of all business executives in the United States and Canada. 


“Remembrance Advertising,” a helpful booklet relating actual incidents of the power of friend- 
hiness in business, sent free upon request, 


— Minnesota 


SAULT STE. MARIE, ONTARIO 


ADVERTISING SECTION 
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A Balance May Not Mean a Profi 


How Banks are Eliminating Accounts that do not Pay, 
by an Analysis that Shows up the Red-Ink Figures of Loss 


N a recent magazine article it was 

written of several of America’s most 
famous captains of industry that in 
the years when they were laying the 
foundations of fortune they found it 
necessary to be at their desks from an 
unholy (to us) hour in the morning 
until a late hour at night. 

The reason given was that in those 
days a merchant or banker carried his 
business in his head. He had to be on 
the job all the time to pass on every 
transaction, to sign every check, and 
to write practically every important 
letter his house sent out. Ledgers 
showed almost nothing but income and 
outgo. Costs and overhead were large- 
ly a matter of memory, and margins 
of profit a question of judgment. 

It’s so different now! The capitalist 
or banker of today is an executive 
brain surrounded by a multitude of 
machines, files and records designed 
to speed up every office transaction, 
and to give him facts and figures upon 
which to base judgment. But these 
mechanical aids do not of themselves 
insure a business 
man against loss. 
They simply sup- 
ply information 
that will point the 
way to profit —if 
used. And even 
with the most 
modern equip- 
ment, merely 
showing figures in 
red is not a satis- 
fying pastime. 

Even in bank- 
ing it isno longer 
considered an act 
of saintliness to 
do business at a 
loss. To a smaller 
and smaller extent 
are bankers satis- 
fied to find con- 


By THOMAS C. JEFFERIES 


Manufacturers Trust Company, 
ew York 
solation in bathing an exposed “‘other 
cheek”’ of oversight after it has been 
smitten by the unfeeling hand of loss. 

In the past the common attitude 
toward the analysis of bank accounts 
has been in perfect imitation of the 
matured ostrich. Serenely and non- 
chalantly, even with apparent satis- 
faction, thousands of bankers have 
viewed an increase in the number of 
their accounts, whether the balance 
the customer carried amounted to 
fifteen dollars or fifteen hundred. 

Of course there have been losses, 
but. because these losses have been 
concealed, or at least have not been 
revealed as they should have been— 
they have been adjudged non-existent. 
They have not been dignified by even 
a thought, lest perhaps even a mental 
interrogation might in some way gal- 
vanize them into activity. 

Most of these banks have made 
money notwithstanding—thanks to 





The central file of the Guaranty Trust Company, New York 


the nation’s growth, and it is a sad 
commentary on the days of the dig- 
nified frock coat and high hat of the 
erstwhile “‘proper’’ banker that at no 
time did these impassive financial 
forefathers of ours know which of 
their accounts were losing money, or 
how it was being done. 

Until the comparatively recent past 
this form of self-hypnosis has been 
general. It seems to have manifested 
itself particularly with respect to 
deposit accounts. Regardless of 
amounts, if accounts showed credit 
balances in favor of customers, those 
accounts were considered desirable, 
even though theaverage balanceof each 
and all was but eighteen or twenty 
dollars and the larger the number of 
such accounts, the greater the pride 
and satisfaction in the thought that 
business was “looking up.”’ 

Today all up-to-date banking houses 
are admittedly organized for profit, 
and most of them fail to appreciate 
the little joker of loss that is 
wrapped up in these accounts. It has 
been genuine de- 
sire on the part 
of present-day 
banks to keep 
apace withthe 
demands of mod- 
ern business that 
has paved the way 
for the analysis 
department. The 
scope of this work 
brings it so closely 
in touch with the 
credit end of the 
business that 
many banks have 
in fact organized 
their analysis 
bureaus as sub- 
divisions of their 
credit depart- 
ments. 
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On the left is shown a typical central file card; on the right, above, is reproduced a liability card and below, an average balance record 


Analysis work is also accessory to 
the new business department's activ- 
ities, for just as the latter seeks new 
customers, the function of the former 
is to ascertain, to cultivate and to ex- 
tend relations already existing be- 
tween a bank and its customers. 

In the past, what slight facts were 
definitely known regarding a customer 
or his account were carried in officers’ 
heads. If those officers were absent: 
for any reason, the system naturally 
didn't function. 

In the work of the analysis division 
the use of a sort of trinity of record 
cards has been found advantageous. 
One of these cards is an average bal- 
ance record—a form similar to that 
in use in many institutions ; the second 
is a central file card, and the third a 
liability card. 

The first is a record of the average 
monthly balance maintained by a 
depositor, with the number of debit 
and credit transactions taking place 
in the account during the month. 
The information thus shown includes 
both central and branch offices, where 
there are any of the latter, which for- 
ward to the credit department month- 
ly statements showing daily balances, 
number of transactions and interest 
rate. When this data is received, the 
monthly averages are figured and post- 
ed, together with the number of trans- 
actions. Some banks show also on 

the same card the liability data. 


The central file card is a record of 
past and present relations of all cus- 
tomers of a bank, no matter in what 
department their business may have 
been transacted. Transactions are in- 
dicated on the cards by a check. The 
actual volume of business can thus be 
easily ascertained through inquiry of 
departments in which business has 
been transacted. This record also shows 
the address and business of the cus- 
tomer ; the name of the person who in- 
troduced the account ; the name of the 
officer who opened the account; the 
names of other banks where accounts 
are kept and where accounts have 
been kept; the rate of interest to be 
allowed; amount of initial deposits; 
names of officers and directors of 
firms and corporations; affiliations and 
cross references. In one New York 
bank there are over 60,000 such cards 
at the present time and reference to 
them is constantly being made. 

A staff of investigators is constantly 
going through the cards to see that 
the information on them is kept to 
date. One large trust company has 
been using a central file for almost 
six years and has found it of immense 
value in that time. Indeed it has 
witnessed the growth of that com- 
pany from a rather small banking 
institution to its present position as 
one of the world's largest banks. 

The central file is really what might 
be called a sort of clearing house. Its 


object is not alone to show in which 
department a customer does business 
but where he does not do business. 
Each department reports its new cus- 
tomers to the central file on blanks 
provided for that purpose. The 
names are checked against those 
already on file, and if a card is already 
in the file for the name, the date of the 
new transaction is noted on the card 
against the name of the department 
which has rendered the recent service. 
If the name does not appear among the 
cards, a card is made out. 

Detailed records of transactions are 
not kept in this file. No central file 
cards are permitted to be taken out 
of the file cabinet, a special form being 
provided for use when extracts from 
the central record are desired. The 
central file soon comes to be a friend 
of everyone in the bank, for it serves 
the stenographer and clerk as it serves 
the executives of an institution and it 
renders a still greater service to cus- 
tomers, for it leads them to utilize 
more of the company’s facilities—serv- 
ice to which they are entitled but of 
which in many cases they are unin- 
formed. 

As a bank's chief excuse for exist- 
ence is service, and as the central file 
tends to promote this service, its 
fundamental importance can be read- 
ily seen. Especially is this true of the 
modern and progressive trust com- 
pany. An investigator who consults 
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the central file cards notes at once the 
departments with which business has 
been transacted and also the depart- 
ments to which business logically 
should be extended. The suggestion 
is then passed to the new business 
department and a new lead develops. 
Not only the names of customers, in- 
dividual or corporation, but the names 
of a corporation's officers and direc- 
tors are noted with a view to new 
business. 

The liability card or the liability 
column on the average balance card 
shows the total liability of a borrower, 
and, if desired, receivables and Liberty 
bond loans also. From the foreign and 
domestic loan departments of the bank 
are received daily memoranda showing 
changes in borrowings, and these figures 
are posted on the records. 

One of the most important phases 
of analysis work and one which results 
in considerable increase in deposits 
is the matter of the adjustment of 
interest rates. Just as costly average 
balances or high “‘float’’ percentages 
are regarded as debits, so satisfactory 
accounts are examined at frequent 
intervals to insure their being accord- 
ed the highest possible rate of interest. 
Often interest rates are voluntarily 
increased by a modern trust company 
and the customer is notified according- 
ly. Incidentally it is believed that 
increases in interest rates, within 
reasonable limits, of course, invariably 
redound to the benefit of the company 
making them and many increases in 
deposits are believed to have resulted. 

On the other hand, when an ac- 
count shows a material decrease, it 


Charting the Rise of the 


HUGE chart and “‘Progress Bulle- 
tin,’ whichcan be seen for blocks, 
has been erected on the site of its new 
home by the First and Old Detroit 
National Bank as an advertising fea- 


is made the subject of investigation 
and serious attempt is made to ascer- 
tain the reason. If it has by any 
chance been on account of lack of 
service or attention on the part of the 
bank or of any of its employees, 
which most banks naturally try to 
avoid, it is immediately corrected. 
Sometimes an account will show a 
balance of less than minimum re- 
quirements and in cases of that kind 
the depositor is invited to bring up 
the balance. If he fails to do so, 
many banks find it necessary to make 
a service charge against the account. 
Also many accounts which show ap- 
parent credit balances of substantial 
amounts are found upon careful 
analysis to be losing money for the 
bank which handles them. One bank 
for instance, has found that an ac- 
count showing an apparent average 
balance of $97,000 has really caused 
a net loss to the company of $142.48 in 
the brief period of a month. An account 
of $30,000 caused another bank a loss 
of $468.29 in about two years; and 
many other instances could be cited. 

The actual method of procedure for 
a bank in undertaking analysis work 
is something that must of course be 
adapted to and not adopted by each 
individual institution. However, cer- 
tain general principles will apply, more 
or less, to all banking institutions and 
these may be briefly summarized. 

An average balance figure is fur- 
nished for an account by the book- 
keeping department—which amount, 
incidentally, is posted on an average 
balance card. This figure, averaging 
the book credit balance of an account 
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ture to mark the progress of the con- 
struction of its 24-story bank and 
office building. The chart, at the time 
the photograph was taken, showed 
wrecking and foundations 100 per 


Five 


for a month, is fictitious if it makes 
no allowance for the “‘float’’ or items 
in transit. With allowance made 
for these items, however, the balance 
figure is useful as a beginning. From 
the average balance figure must be 
deducted the average amount in 
transit, a figure that can be arrived 
at by use of some such slip as the 
following: 


























Date 
Name ees 
a es Amt. of | Amt. of 
- Check Exchange 
One Day Free Este > 
Two Free a Sass —_— Pe 2 
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Four Days 1/20 | 


Eight Days 1/10 











Amount paid by us account above 


This form can be changed so as to be 
adapted to any geographical location. 

These figures, covering any test 
period for any particular account, 
can be summarized on another sheet, 
as follows: 


Name 











Descrip- Total One 2 Days 4 Days 8 Days 
Date tion Transit | Day 1/20 | 1/10 
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At the end of the test, all of these 
figures will be reduced to the average 
amount outstanding for one day. 
This will properly be deductible from 
the average daily balance; from the 
remainder the legal reserve will be 
deducted. On that remainder should 
be figured interest at an estimated 


rate that can be obtained for the 
(Continued on page 26) 


Bank Building 


cent complete and the steel work 
started. The red “‘indicator’’ rises as 
the building rises and the bulletin tells 
a new and interesting story every few 
weeks. 
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HAT'LL hang ‘em up every time, * 

grinned John, handing an object 
to Director Clutchbill. 

“Huh, nothing but a nut off a cheap 
bolt! How's she work?” asked 
Clutchbill still examining the nut for 
any peculiarity. 

“Just turn your back a moment, sir, 
and I ‘Ilshow you, said John, takingthe 
nut from Director Clutchbill’s hand. 

Throwing out the radiating bolts 
in the open vault door in front of 
them, John inserted the nut behind 
the polished barrel of one of the bolts. 

“Now if you'll turn and try to 
throw the bolts back,” he announced. 

Clutchbill bore down on the lever 
actuating the bolts but it was im- 
movable. 

“A vault lock expert showed me 
how to do it,’ smiled John. “When 
the bolts are thrown out in the locked 
position, four steel beams move out a 
short distance with them. Inserting 
the nut at any point along the four 
opened beams and their beds, the 
bolts cannot be thrown back. If 
you rely on the combination lock to 
hold the bolts out, a crook might 
force you to set the combination so 
he could manipulate the bolts. But 
the little nut would fool him. The 
lock expert told me it would even 
hold him up, himself, in trying to 
locate the trouble.” 

“That's a good idea,’ admitted 
Clutchbill, “so far as it protects you 
from getting locked in the vault by 
a crook, but it don’t save the money.” 

“No,” admitted John. 

“Any of them foot buttons under 
the wickets working?’ Clutchbill 
wanted to know. 
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FRED COPELAND 


AUTHOR’S NOTE—The radiator bolt treatment, 
described in the beginning of this sketch, is a 
very effective one and should be in daily use in 
banks. The scenes that follow, although narrated 
in lighter vein, are suggestions that are not to be 
taken too lightly. 


They re all hitched to the regular 
electric current,’ said John. 

“How often you try em?” 

“Not very often, I’m afraid.” 

Clutchbill snorted. “They ought 
to be tested every day,” he stated. 

“They've got to work if the lights 
and motors on the adding machines 
do,” argued John firmly. 

“You ought to have a regular drill 
in here, same’s I've heared ‘em tell 
they do on ships in case of fire. You 
got any idea what you'd do if some 
fellerd drop in here some day and 
hold you up?” 

“Hand him the coin same’s they 
all do, I suppose,” John managed to 
remark, knowing Clutchbill would 
dread to hear it in so many words. 

“You ought to have some plan, 
even if she don't work,” snapped 
Clutchbill. 

“If you want a fire drill or a crook 
drill in here, Mr. Clutchbill, why 
we can pull one off every week. May- 
be it would be a good plan, as you say.” 

A back-down is an unfinished thing 
for some natures at least, and John 
determined to perfect a crook drill 
that would fill the back seats and the 
gallery. Sooner or later every bank 
worker from his reading of accounts 
of unsuccessful holdups becomes im- 
pressed with the fact that noise is the 
holdup man’s most deadly enemy. 
And it was along such a line of reason- 
ing John primed himself. 
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On the following Monday morning 
he laid a large sponge on the desk of 
the head bookkeeper, a sharp-cornered 
but sinewy dame of the fading forties. 

The maiden’s spencerian came 
abruptly at rest on the tail of a figure 
9 and her eyes grew war-like. 

John hastened into speech. “Do 
you suppose you could throw that 
over and hit the front window?” 

The bookkeeper's eyes dilated 
wildly. “Have you had your head 
looked at lately?” she asked. 

“You don't get me! Sometime we 
may get a holdup here. If that time 
ever comes, we want noise. Now 
suppose that sponge were a brick— 
I'm goin’ to have a brick right handy 
for you—think what a crash it would 
make going through the front win- 
dow. Just that alone might save us. ° 

“Oh I see!” observed the book- 
keeper in a rising contralto voice. 

“You might practice throwing a 
brick in your back yard at home,” 
urged John. ‘But in here we'll have 
to use the sponge in practice.” 

John next went over to Rosa, a some- 
what plump, dark-eyed girl edging into 
the romantic twenties. For one so 
young she was picking up bank work 
with both hands. Some months be- 
fore, a cash tray had unexpectedly 
fallen off a high desk back of Rosa 
and she promptly sang a single, wild 
soprano note that seemed to stop and 
feed on John’s ear lining. 

“Rosa, said John—and he gave 
the last letter the long A just as Rosa 
liked to -have people—“‘could you 
scream most any time like you did 
when that cash-tray fell off a desk and 
scared you?” 
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CLEARING HOUSE 


‘Oh, Mr. John, I think I could, yes.” 

“| don’t want to scare you, Rosa, 
and probably nothing will ever happen 
but every week we re going to have a 
little practice, sort of teamwork here 
in the bank, and I would like to have 
you scream for me just once each 
time —once will be enough, Rosa.” 

“T will try real hard, Mr. John,” 
agreed Rosa very seriously. 

In a back room looking out on the 
public lobby with frosted glass win- 
dow and door, the main bookkeeping 
outfit was installed, the same being 
operated by a methodical stripling of 
the first run of eye glasses. John 
went in and explained the proposed 
drill to him and told him what his 
cross would be in a few words. 

“When you hear Rosa yell, rattle 
the door knob leading out into the 
lobby. Rattle it like mad— it'll make 
a crook think someone is trying to 
get out at him and take his mind off 
his job.” 

Before the door was opened at nine 
that morning John held a rehearsal, 
trying out the members of the or- 
chestra one at atime. After four shots 
the sponge slapped against the front 
window. Rosa yelled loud enough 
so it was heard in the back room, 
for the door knob rattled startlingly 
—this latter and smallest detail hit 
John as being the best of all. 

By the following Monday morning 
John had procured one of those 
school teacher's desk bells that 
buzz like an alarm clock when 
you put your foot on it. This 
he placed under the middle 


wicket. On the following Mon- ( y 


day mornings he would start 
the drill by pressing his toe on 
the bell as if it were one of the 
regular alarm buttons, and 

it was pretty to see the 
drill pulled off, it was 
that smooth and 
novel. But, withal, it 
was an uncanny and 
startling thing to ob- 
serve for the first “7 
time. To see a large . 
object dart at the 
front window, seem- Ih 
ingly riding on a A 
scream inspired by a 
rattling door knob, 
was enough to wring 
a wild look out of a 
novice, especially since John always 
yanked a cheap revolver into sight. 
There was, too, a certain fascination 
about the thing. John often fancied the 
nerve-shattering effect the drill would 
have on one should the real brick 





S\) Sg . any one asked 
a | Wr \ him, he would 
\ \\ \ 


crash through the window — certainly 
it would wrench that weird yell out 
of Rosa that John so dreaded that 
he had not urged her to do her utmost 
in practice. 

At first John had felt that Director 
Clutchbill was a little radical and 
far-fetched in the idea of a crook 
drill. But that autumn the papers 
seemed to carry an alarming number 
of bank holdup notices. After all, 
it was rather a good feeling to know 
that some real precaution had been 
taken against a possible surprise. 

Curiously enough, two towns of 
precisely the same name as that in 
which John worked had bank hold- 
ups, and both towns were in states 
adjoining John’s. Not infrequently 
he received mail directed now to one, 
now to the other, of these very same 
banks. It brought the matter rather 
close home. The whole bank force 
reached a mild state of nervousness 
that took the unconscious wish that 
snow would come and close the roads 
to automobile traffic, since all accounts 
showed that machines were used in 
each job. 

Neither John, the bank force, nor 
the neighboring villagers will soon 
forget an afternoon late in November. 
All day the heavens had been leaden. 
Farmers driving in that day would 
occasionally come out of their medita- 
tions on the uncertainties of life long 
enough to remark fitfully to them- 
selves when they failed to find 
snowflakes in the air. 
At 3 p. m. John had, 
as usual, drawn the 
old yellow shade over 
. the window in the 
SSF front door. Had 
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force nor the neighboring 
villagers will soon forget an afternoon late in November 
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have declared positively that he had 
sprung the front door latch to the 
locked position. 

It had grown abnormally dark but 
it could not have been more than five 
minutes past three when an ordinary- 
looking automobile of some sort with 
two men in it slid easily to the curb 
in front of the bank entrance and 
stopped. 

One of the men got out and went 
directly to the bank door. He tried 
it. And it opened. Upon seeing 
this unexpected phenomenon the sec- 
ond man in the machine, a tall, thin 
man, hastily got out of the car. 

John was just reaching out with 
both forepaws on the first quarter 
stretch in the daily mystery of the 
cash balance when he saw the front 
door open and a stranger step in with 
a quick glance over the layout before 
him. 

Both Rosa and the head bookkeeper 
had twisted about in strained posi- 
tions and the room held that trem- 
bling sensation which is so common 
when the cap of a camera is about to 
be removed on a group. 

Suddenly the stranger took a step 
forward and reached for something 
under his coat. 

John jabbed a foot on the floor 
button and snatched out the revolver. 
At sight of it Rosa sent a scream to 
high Heaven that fairly made John 
taste lemon. On the heels of the 
scream half the front window went 
into the street with a nerve-splintering 
crash, and John, himself, jumped 
when a door knob threatened to fly 
off the door of the back room. 

People in the village who are par- 
ticular to get things straight said that 
when the crash came they saw the 
second, the thin stranger, run across the 
street like a sand snipe and lock him- 
self to a post on the veranda of a 
house; that in no less than three 
seconds afterward the first stranger 
had half run, half sailed to the auto- 
mobile where he grabbed madly at 
things, seven villagers firmly holding 
to the assertion that the machine's 
lights went on and off four times. 
The car had then dashed down 
the street as far as the postoffice 
and slid eight feet on set hind 
wheels. 

When the usual crowd had 
gathered tosee if any relatives 
had been among the fallen, 
John hurried out to the side- 
walk in shirt sleeves and eye- 

shade, the small revolver 
~dangling from one little 
finger. (Continued on page 35) 
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Mother Goose Gets Back On the Job 


A Big Chicago Bank Spends $13,000 for Thrift Jingle 
Books to Interest Children--and Children-Grown-Up 


OU'D hardly expect the Continen- 
tal and Commercial Trust and 
Savings Bank, 
with a total of 


By WALTER A. O’MEARA 





$41,193,429 in : 

savings deposits | ( 

alone, to pay \ i : 
much attention to ~ *  —As has been told before 
children. i 


Continental and 
Commercial is in 
the heart of Chi- 
cago 's business 
district; it is 
among the two or 
three most power- 
ful banks in the 
country. Yet, this 
great institution 
has time and 
money to devote 
to that important 
portion of the 
population that 
smaller banks are so often ‘too busy 
to notice—the kids. 

Just before Christmas, for example, 
it spent $13,000 inonelump for Mother 
Goose books which were given away 
tochildren. Of course, they were not 
ordinary Mother Goose books—but 
that comes later. The important 
thing to note here is that this huge 
bank found time to conceive, produce, 
and distribute 25,000 jingle books to 
children because it figured that it paid. 

Chicago banks, on the whole, are 
alive to the possibilities in advertising 
to the younger generation. The idea 
of interesting children in savings and 
banks came somewhat later than the 
advent of real financial and bank ad- 
vertising. It has not received the 
same amount of attention that adver- 
tising to adults has— partly, of course, 
because it is less important, but most- 
ly because it calls for vision and imag- 
ination more than the ordinary. 

It doesn't take a financial prophet 
to see that if he advertises to engi- 
neers, business men, teachers, nurses, 
and physicians, he's likely to get re- 
sults that he can notice soon. But as 
for spending good money on children 
—they're still too far in the future to 
worry about. 

Progressive banks in Chicago aren't 
figuring that way. They know that 








the’ little customers of today are the 





| VACK and Jill went up the hill, 


Ym fetch a pail of water— 

It's Mother Goose's lore. 
Jack fell down and broke his crown: 
But Sill said. Tl allow, 

[ve money in the savings bank: 
[ never fall down now. 


about Little Jack Horner, the Queen 
of Hearts, and the rest of the fasci- 


nating company. 

“So,”* said these 
two gentlemen, 
“we'll give the 
kids a Mother 
Goose book —only 
we ll make it ad- 
vertise.” 

The result was 
Thriftafter Mother 
Goose, a beautiful 
book of twenty-six 
pages with twelve 
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Two pages from the hook—done in three colors 


important customers of tomorrow. 
They know that if there is anything 
outside of churches that people are 
reluctant in changing, it is banks; and 
that the important thing is to get the 
children started right— which means, 
of course, started in the direction of 
your bank with a little savings deposit. 

Hence, we find Chicago banks in- 
stituting savings departments for 
children in which an account may be 
opened for five cents. They calcu- 
late that most of the children who 
open accounts in these departments 
will, if they remain in the neighbor- 
hood, continue to make deposits— 
larger deposits— in adult years. 

Here enters the question of adver- 
tising, and bank advertising, still 
young and rather inexperienced, finds 
itself up against a tough proposition. 
Children do not read the newspapers. 
This is the first difficulty that con- 
fronts the bank that would advertise 
to children. Children read— what do 
they read? 

A. D. Welton and J. K. Waibel, 
advertising manager and assistant 
advertising manager of Continental 
and Trust, faced that question when 
they decided to reach the youngsters. 

Well, they found the answer, and, 
of course, it was Mother Goose. The 
one thing that all children read when 
they are very small isthe queer rhymes 








full-page illustra- 
tions in color. 
From its hand- 
some cover to its 
finely hand-letter- 
ed text, fetching 
vignettes, and 
illumined capitals 
it isa gemof typo- 
graphical craftsmanship. Thrift after 
Mother Goose says plainly, “Little de- 
positors are worth going after right.” 
As the name indicates, it is a col- 
lection of theold Mother Goose rhymes 
thatchildren haveloved forgenerations. 
But the jingles are a little different 
from those we knew as youngsters. 


There was a crooked man, 
and he went a crooked mile; 
He found a crooked sixpence 
against a crooked style. 
He bought a crooked cat 
which caught a crooked mouse, 
And they all lived together 
in a little crooked house. 
Then he got a straightout hunch 
that crooked ways forbid— 
He put his savings in the bank, 
and now he’s glad he did. 


Thus runs the familiar chronicle of 
the crooked man, as revised. Mary, we 
discover, has changed a bit from the 
contrary miss we knew in childhood. 


Mary, Mary 
quite contrary, 
How does your 
garden grow? 
With silver bells 
and cockle shell? 
“No, no,” 
said Mary, ‘‘no!”" 
“T have a bank account,” 
said Mary. 
‘“‘No longer am 
I called contrary.” 
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[hus a whimsical little thrift lesson, 
remarkably in tune with the spirit of 
Mother Goose, is interwoven with 
the old familiar rhymes. 

Is this resultful advertising copy? 
If you expect it to arouse a childish 
clamor for pass books—no. But J.K. 
Waibel who, with Mr. Welton, pro- 
duced the book, has certain ideas about 
copy directed at children. 

“At the outset it is obvious that 
children of the Mother Goose age 
cannot be urged to start savings 
accounts, let alone accounts at any 
particular bank,” says Mr. Waibel. 
The idea is ridiculous. So, in Thrift 
after Mother Goose you will find that 
the name of Continental and Com- 
mercial Trust and Savings Bank is 
nowhere mentioned except under the 
frontispiece picture of the building 
and in the copyright line. 

“But children can be taught thrift. 
Without entering into the psychology 
of childhood, we may take it for 
granted that whatever you have to 
say must be said interestingly, simply, 
and never preachily. We _ choose 
Mother Goose because we could link 
little thrift lessons up with rhymes that 
were already known by heart by most 
children. 

“One of the most important things 
to remember in advertising to children 
is that they are going to ask questions 
about what interests them. Leave it 
to the parents to supply the ‘selling 
talk’ while they are explaining.” 

That the book was received with 
unusual interest is indicated by the 
fact that in one week 25,000 copies 
were given away. About 19,000 were 
called for at the bank and the other 
6,000 were written for. In one hour 
on a Saturday afternoon preceding 
Christmas, 2,200 people found time 
amid holiday shopping to drop in and 
ask for a copy of the book. 

This remarkable demand came in 
response to one 336-line advertisement 
in each of six Chicago newspapers. 
These advertisements, of course, were 
written to adults. In them is sum- 
marized the whole idea behind Thrift 
after Mother Goose: “It will delight 
the children, interest the grown-ups, 
and point a moral for the whole 
family.” 

“It will interest the grown-ups’ — 
there is a significant phrase. Thrift 
after Mother Goose was produced, of 
course, with the idea that children 
would open it on the floor, read it with 
their feet in the air, and absorb a few 
simple ideas about thrift. Continen- 
tal and Commercial valued the inter- 
est of children highly enough to spend 


50 cents a child—that’s about what 
the book cost—to get their interest. 
But it guessed shrewdly that parents 
too would have an interest in the new 
version of the old rhymes they once 
knew so well. 

There's a large amount of child left 
in all of us. Most men prove that 
they are grown-up kids every time 
they are turned loose among the 
children’s Christmas presents. One 
of the cleverest advertising men in 
this country maintains that everybody 
believes in fairies—only they won't 
admit it. It is safe to say that the 
speed with which 25,000 copies of 
Thrift after Mother Goose were snatched 
up betrayed an interest that wasn't 
whoily childish. 

The ‘new business” department of 
Continental and Commercial also 
guessed that parents in reading the 
book to their children would do a 
little explaining as they went along. 
And can you think of a better way to 
“sell” parents on the idea of thrift 
than to intrigue them into ‘'selling” 
their children on the same _ idea? 
It is a human-nature fact that as 
scon as you begin to expound a 
thing to the other fellow you begin 
to feel yourself a sort of champion of 
the idea. 

In all of Thrift after Mother Goose, 
only one direct appeal is made to 
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parents—and that is contained in a 
loose leaflet slipped into the book. It is: 

“If you believe in teaching 

thrift to your children, we sug- 
gest that you start a savings 
account for them at this bank.” 

Less clever advertising men could not 
have resisted the temptation to make 
this beautiful and rather expensive 
book “sell the bank.’ As it stands, it 
not only functions most effectively as 
an advertising piece, but retains intact 
its value as a holiday souvenir. 

It is still too early to estimate results 
from this campaign—if we may call 
it that. Continental and Commer- 
cial, in fact, has little interest in di- 
rect results. The fact that 19,000 
persons were moved to call in person 
for a piece of advertising matter, and 
that 6,000 more took the trouble to 
write for it, is in itself sufficient proof 
of the value of the idea. 

To the average banker the knowl- 
edge that one of the big banks in the 
United States has invested $13,000 
in one lump for Mother Goose books 
for children is reassurance of the 
wisdom of “going after’ children’s 
accounts. The Continental and Com- 
mercial “stunt, moreover, presents 
bank advertising tochildren inoneof its 
most interesting aspects, and— what is 
most important — an aspect capable of 
many variations and adaptations. 
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It Will Be an Annual Event 


WENTY thousand persons were 
attracted to the Peony show of the 
First National Bank of St. Paul when 
8,000 blooms were exhibited last 
season. Prize ribbons were awarded 
in some thirty classes for amateur 
growers. 
The show was so successful that the 
bank plans to make it an annual event, 
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including a parade, a Peony ball and 
other supplementary features. Co- 
operating with the bank were the 
Ramsey County Men's Garden Club, 
the Women's Garden Club and the 
Flower Society of Minnesota. 

A circular letter with a return post- 
card and newspaper copy were used 
to advertise the show. 





our vice-presidents asked me this 
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AUTHOR’S NOTE: This discussion deals only 
with eligibility from the standpoint of statement 
analysis. It does not touch on any of the other 
factors that help to determine acceptability, such 
as, how much paper has already been offered 
or re-discounted on the basis of the state- 
ment, or how much will be accepted, or what 
classes of paper the Federal Reserve Bank will 


accept, etc. 


ILL Federal Reserve take 
$50,000 straight paper on the 
strength of this statement?’ one of 


morning. Many times in the past 
months, I have wished that I could 
have answered that question of his 
definitely, positively, with an un- 
qualified ““Yes” or “No.” ““Will Fed- 
eral Reserve take it?” “Is it eligi- 
ble?” “Will it get by?” Poignant 
questions with much always hanging 
on their answer because if we know 
beforehand that we can re-discount 
the paper with the Federal Reserve 
Bank, after we grant an extension of 
credit, we can more safely extend the 
credit. Money is scarce now, yet the 
demand remains exceptionally heavy 
and we find that we have to re-dis- 
count a large proportion of the loans 
we make. Consequently it is essen- 
tial to know before we extend credit 
whether we will be able to re-discount. 
So whenan unsecured favor is asked of 
us, werequire a financial statement of 
condition bearing date of the current 
year which we analyze by the same 
rules, so nearly as we can determine 
them, that the Federal Reserve Bank 
will apply when it dissects our offering. 
By so doing we can in most cases feel 
reasonably safe, though not always 
sure, that our offerings will “get by.” 
Studying these regulations for 
analysis, we find that a statement once 
accepted holds good for a full year and 
that the Federal Reserve Bank re- 
quires first of all that all statements: 


(1) Must bear date of the current 

year. 

(2) Must be officially signed. 

(3) Must show whether they repre- 
sent corporation, partnership 
or individual. 

(4) Must show the business in 
which the maker is engaged. 


And when we see that these require- 
ments have been fulfilled, then we find 
that the statements must measure up 
to two vital questions: 


By IRWIN R. HARRIS 
Manager, Credit Department, Union & 
Planters Bank & Trust Company, 
Memphis, Tenn. 






























































(1) Is the net worth greater than 
the total liability? 

(2) Is the ratio of quick assets over 
current liabilities 2 to 1? 


Paper, from the standpoint of state- 
ment analysis, will be eligible if the 
statement measures up to both of 
these two tests. 

It has been our experience that 
without exception the Federal Reserve 
Bank rejects as ineligible any state- 
ment that shows total liability in ex- 
cess of net worth, no matter how good 
a ratio of quick assets over current 
liabilities is shown. (Net worth is 
here taken as capital, surplus and 
profits in the case of corporations, and 
excess over total liabilities in the case 
of a firm or individual.) In corrobo- 
ration of this statement, I might cite 
an instance in our experience where 
the rejected statement of an industrial 
concern showed a “current ratio” of 
better than two to one and total lia- 
bilities of about $390,000 with a net 
worth of $385,000. Another instance 
is shown in the following statement 
which also was unsatisfactory. It 
lists total liabilities of $327,400 against 
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“Yes or “No Paper for Re-discount 


How to Use the Federal Reserve's Own Regulations in 
Statement Analysis to Aid in Determining Eligibility 


a net worth of only $311,350, yet 


shows a ratio of quick assets over 


current liabilities of 2.48 to 1. 














Assets: Liabilities: 
Cash $ 7.600 Bills Payable $ 35,000 
Accounts Re- Accounts Pay- 

ceivable 47.300 able 7.400 
Merchandise 26,900 
Feed, Hay. Total 

Grain 9.150 Current $ 42.400 
Live Stock 13.800 MortgageLoans 285,000 

TOTAL 

Total Quick $104.750 LIABILITIES $327,400 
Real Estate 510,000 NET WORTH ) 311,350 
Buildings and 
Equipment 24,000 

OTAL Balance 

ASSETS $638,750 Total $638.750 


Quick Assets, $104,750 
Current Liabilities, $42,400 
Ratio, 2.48 to 1. 

For our part, we would consider the 
statement of a certain retail druggist 
as reflecting pretty good condition 
and a desirable risk, but, analyzing 
it from the viewpoint of Federal 
Reserve, the firm owes more than it 
is worth and when allowances are 
made for depreciation and decline in 
value of merchandise, the firm would 
probably be worth much less than it 
showed as net worth on its state- 
ment; in other words, if it should be 
forced to liquidate during the life of 
a note now executed and accepted 

by the firm, its total assets would 
be insufficient to cover its total 
liability and Federal Reserve must 
have at least 100 per cent security. 
The firm's statement is as follows: 








Assets: Liabilities: 
Cash $ 1,300 Bills Payable 
Accounts (Bank) $ 1,250 
Receivable 1,600 Accounts 
Merchandise 14,250 Payable 5,000 
—_—_ Accrued Interest 
Total Quick $17,150 on Mortgage 450 
Real Estate 27.350 ——- 
Fixtures 3,000 Total Current $ 6.700 
Prepaid Mortgage Loans’ 20,700 
Insurance 200 —_—_ 
Stock—Malted Total Liabilities $27,400 
Milk Co. 300 Net Worth 20,600 
Total Assets $48,000 Balance Total $48,000 


Quick Assets, $17,150 
Current Liabilities, $6,700 
Ratio, 2.56 to 1. 


The term, quick asset, signifies to 
all our minds an asset that is readily 
convertible into cash or readily realiz- 
able, and the term, current liability, 
signifies a liability that is payable 
within a year from date of statement, 
yet it might be well to note here just 
what items the Federal Reserve Bank 
regards as quick assets and as current 
liabilities. 

Quick assets, under the microscope 
of the Federal Reserve, consist of: 


(1) Cash on hand and in bank. 
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(2) United States government obli- 
gations (Liberty and Victory 
bonds, War Savings stamps, 
certificates of indebtedness). 

(3) Notes receivable and trade ac- 
ceptances. 

(4) Accounts receivable. 

(5) Merchandise (finished, paid for 
in advance, or unfinished). 

(6) Raw material. 

(7) Cash surrender value life in- 
surance. 

(8) In some cases, accrued interest, 
such as interest accrued on 
Liberty bonds. 

(9) Live Stock. 


Current liabilities consist of every- 
thing payable during the current year, 
usually : 

(1) Trade acceptances. 

(2) Bills payable (merchandise, 

banks or individuals). 

(3) Accounts payable. 

(4) Deposits of money. 

(5) Due indorsers. 

(6) Accrued accounts. 

(7) Certain reserves which are set 
aside to cover obligations due 
within the year (such as re- 
serves for accrued income and 
excess profits taxes of the 
past year, which are payable 
quarterly during the year). 


Some credit men would consider 
many stocks and bonds as quick assets 
but these, with the exception of the 
government obligations as listed, are 
classified as non-quick by Federal 
Reserve. Mortgages are considered 
non-current liabilities unless payable 
within the year of the statement. 

Guided by these facts, it should be 
fairly easy to obtain approximately 
the same “current ratio’ as the 
Federal Reserve would get in its 
analysis, yet frequently items “bob 
up” in a statement which are of a de- 
cidedly doubtful nature and 
will at the same time mate- 
rially affect the ratio. For 
instance, the recent 
Statement of a cotton 
firm showed that, : 
being caught by a (A 4 
dropinexchangeof ,~)| 
the foreign country 
to which it was 4'% 
exporting its cot- (| 
ton, it had covered 
by buying the 
bonds of that foreign 
government, at that 
time selling at low 
prices with a good 
yield. The amount of 
this item on the firm's 
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statement was large and it materially 
affected the ratio of quick assets to 
current liabilities. Now, according to 
the second itemon the Federal Reserve 
list of quick assets, the only bonds re- 
garded as quick assets are the obliga- 
tions of the United States government. 
But on this statement the foreign 
bonds were fully described, they were 
the obligation of a government in good 
standing, and they were readily sala- 
ble. It seemed then that they were 
really a quick asset. But would Fed- 
eral Reserve consider them a quick 
asset? At best, it was a doubtful 
item. We asked our local branch of 
the Federal Reserve Bank how they 
would regard these bonds. They said 
they thought that these bonds would 
be regarded as a quick asset. Thus 
it might be said, “the exception proves 
the rule.” 

And such cases show us that the 
Federal Reserve has not laid down ar- 
bitrary regulations subject to no de- 
viation or exception, but regulations, 
rather, that are guiding rules in analy- 
ses which have proven to be necessary. 
A 2 to | ratio is by no means an abso- 
lute requirement; rather it is what is 
desirable. The statements of whole- 
sale grocery concerns showing ratios 
as low as 1.75 to 1, have been classed 
as satisfactory; wholesale hardware, 
as low as 1.70 to 1; and the statements 
of firms in some industries as low as 
1.50 to 1—lumber, for instance. The 
statements of farmers have been taken 
with a ratio as low as 1.20 to 1, but in 
such cases they usually showed a very 
largenet worth in great excessover total 
liabilities. On theother hand, I recall an 
instance where a statement of a rich 
planter was returned to us as unsatis- 
factory, although it showed the planter 
to be worth in excess of all liabilities 

over $700,000, represented 








Our Credit Department helped the cotton 
factor to obtain the right kind of notes and 
satisfactory statements from the planters 
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in large part by real estate and farming 
equipment. His statement listed no 
quick assets. The total liabilities were 
less than $25,000, all current, repre- 
sented largely by money borrowed for 
financing his crops. So here was a 
statement, that showed a net worth 
twenty-eight times greater than the 
total liability but was returned to us 
as unsatisfactory because it listed no 
quick assets against a comparatively 
small current liability. 

One might consider this next state- 
ment of a manufacturing concern as 
close. A year ago it might have 
“gotten by” but is now too doubtful 
to risk including on the offering sheet. 
It indicates only a fair “‘current ratio" 
and a small excess of net worth over 
total debts: 


Assets: Liabilities: 
Cash $ 1,847.94 Bills Payable 
Bills Re- (Mdse.) $ 37,553.11 
ceivable 18,627.43 Bills Payable 
Accounts Re- (Banks) 44,500.00 
ceivable 73.393-77 Accounts 
Merchandise Payable 41,668.63 
(Est. 102,000.00 ———_—_— 
a Total 
Total Current $123,721.74 
Quick $195,779.14 Capital Stock 75,000.00 
Real Estate 45,000.00 Surplus 46,100.00 
Idg., Mach. Profits 15,218.02 
and Equip. 19,051.64 
Other Assets 208.98 
TOTAL 
TOTAL LIABILI- 
ASSETS = $260,039.76 TIES $260,039.76 


en Assets $195,779.14; 

———. 

Net Worth $136,318.02 (Capital, Surplus and Profits), 
Total Obligations $123,721.74. leaving an excess of only 
$12,596.28 and a margin of only 10 per cent. 

The statements which have pre- 
viously been included have all been 
used to illustrate the workings of par- 
ticular rules of analysis which the 
Federal Reserve uses and have all 
been very simple statements easy to 
analyze. The next statement is in- 
cluded because it gives more chance 
at some real analysis. It is the state- 
ment of a prosperous wholesale gro- 
cery concern. 

Analyzing the “‘assets’’ (as seen in 
the itemized state- 
ment that follows) 
the first four items 
under the head of 
“investments” are 
without doubt 
fixed assets. Under 
the head of ‘“‘quick 
“| assets,’ the first 

two items, “‘cash” 
and “‘bills receiva- 
ble,”’ are, of course, 
quick. The third 
item, “first mort- 
gage real estate 
notes,’ while prob- 
ably aninvestment, 
is considered in the 
same light as “‘bills 
receivable” and is, 
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therefore, alsoa quick asset. ‘Accounts 
receivable,” “Liberty Loan bonds,” 
“War Savings certificates and *Mer- 
chandise,”’ the other items under this 
heading, are also quick assets. 

However, it is easy to see that this 
statement would be unsatisfactory to 
Federal Reserve: 


Assets 
Investments 
Real Estate $ 920.47 
Auto Trucks (nine) 7,200.00 
Mules and Drays 1,960.00 
Furniture and Fixtures 6,000.00 
_ ——$ 16,080.47 





Quick Assets 
Cash on Hand and in Banks $106,030.34 
Bills Receivable for Mer- 
chandise 
First Mortgage Real Estate 
Notes 
Accounts Receivable 
Liberty Loan Bonds 
War Savings Certificates 
Merchandise Inventory 


9,597.30 


12,.§§0.00 
440,878.53 
141,850.00 
832.00 
435,308.47 
———— $1.15 3,076.64 





Total Assets $1,169,157.11 


Liabilities 
Current Liabilities 

Bills Payable 
(Borrowed) 
Bills Payable 
(Liberty Bds.) 
Accounts Pay- 
able (Mdse.) 
Deposits (Offi- 
cers and Em- 
ployees) 


$360,000.00 
117,§00.00 


86,274.11 


40,170.57 
— - $600,950.68 
Reserves 
For Federal 
Taxes S$ 3 
For State and 
County Taxes 


Net Worth 
Capital Stock 
Personal Guar- 
antee Fund 
Undivided 
Profits 
Net Profits for 
Year 86,431.82 


),201.45 


2,140.75 


$ 32.348.20 
$100,000.00 
7 §,.000.00 


285,420.41 


$5 46,858.23 
Less Additional 
Fed. Tax Res. 20,000.00 
— -$5 26,858.23 
Total Liabilities —$1 169,157.11 
Quick Assets $1.153,076.64 
Current Liabilities $642,298.88 
Ratio—1.79 to 1. 
Total liability other than net worth $737,278.88 giving 
net worth of $451,858.23. 


Taking up the “‘liabilities,”’ all four 
items listed under the head of “‘cur- 
rent liability’’ are undoubtedly cur- 


rent, especially since the firm itself 


classes as current the item ‘Deposits 


(officers and em- Le, Os 


ployees) ©’ Next we : 
come to the head- _ tS 
ing “Reserves, ‘and 
find the items to 
be (1) ‘For Federal 
taxes — $30,201.45; 
(2) “For state and 
county taxes— $2,- 
146.75.°’ Now while 
these are classed as 
reserves, they rep- 


resent accrued taxes for the a / 


past year—asindicatedbythe ~t 
fact that they are figured down ~— 
to the penny—and are pay- =S\* 
able, therefore, during the cur- 
rent year. Thismakes them a 
current liability, and the total 
of these two items, $32,348.20, 
added to the current liability 


A certain retail druggist looked like a 
desirable risk, but, from the viewpoint 
of the Federal Reserve, the firm 
owed more than it was worth 


as shown by the statement of $609,- 
950.68, gives the total current liabil- 
ity under our analysis the amount of 
$642,298.88. Under the heading “Net 
worth,’ we find “Capital stock’* which 
is of course a capital liability. But the 
next item, “Personal Guarantee 
Fund — $75,000,”° is a debt of the cor- 
poration and must be classed with the 
other obligations in figuring the total 
liability. It is not current—it is a 
capital liability but it cannotconstitute 
net worth, as it was evidently intended 
that it should be on the statement. 
The next item, “Undivided profits, ” is 
the same as “‘Surplus”’ and constitutes 
part of net worth. So likewise does 
the next item, “Net profits for year.” 
Then we come to the last item on the 
statement, “Less additional federal 
tax reserve—$20,000.° Unlike the 
other two tax items, this one cannot 
be considered as a current liability. 
It is evidently and purely a reserve, 
set aside as a protective measure in 
case the corporation is called upon to 
pay additional taxes after its returns 
have been checked up. Also it may 
just have been set aside to provide 
for future taxes. However, it must 
be included in the total debt and is 
therefore, subtracted from the item 
“Net profits for year, reducing that 
item to $66,431.82 and making the net 
worth amount to $451,858.23 (capital 
stock — $100,000.00, surplus—$285,- 
426.41 and net profits after deduction 
of tax reserve— $66,431.82; total— 
$451,858.23). Being added to the 
total liability, it brings total liability 
up to $737,298.88 (Total Current— 
$642,298.88 plus Personal Guarantee 
Fund — $75,000 plus Additional Fed- 
eral Tax Reserve—$20,000). This 
makes total liabilities about $285,000 
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in excess of net worth and makes 
any paper, offered on the basis of this 
statement, ineligible. But for that 
matter the statement was unsatis- 
factory from the corporation’s own 
analysis as it only claimed a net worth 
of $526,858.23 and listed current lia- 
bilities alone of $609,950.68. 
Sometime ago, the Federal Reserve 
Board hit us pretty hard. And they 
gave us something to think about. 
They had never accepted the un- 
secured paper of cotton factors but 
they now ruled that “*money borrowed 
by factors, even though secured by 
warehouse receipts, is finance paper 
and not eligible for re-discount.” 
‘Even though secured by warehouse 
receipts!’"" Why almost every loan 
we had made to cotton factors had 
been secured by warehouse receipts 
for cotton! Our files were full of it 
and we had heretofore been able to 
re-discount it freely. The fact that 
this objection or ruling was “met in 
full if the factor is able to attach a 
certificate to the note showing that 
he had applied the funds to agricul- 
tural or commercial purposes”’ did not 
help us much because few factors 
could honestly make such an affidavit 
or obtain such certificates from their 
planter customers without consider- 
able inconvenience and delay. Fur- 
ther we knew that there were mighty 
few cotton factors who were in a 
position to pay their notes at matu- 
rity. But the factors had to be 
financed and we developed the prac- 
tical method of having them obtain 
a note from their planter customers 
(some factors already had sufficient 
of these notes on hand), obtain a 
financial statement, and then sell the 
note to us, with statement attached. 
Such notes “being agricultural paper, 
when supported by a satisfactory 
statement, were entirely eligi- 
ble” for re-discount by us with 
_—._ the Federal Reserve Bank. 
“a The ruling, as usual, worked 
, for our better interest, giving 
us the additional security of 
the planter’s name, but it 
caused us a great 
deal of inconven- 
__ ience. First we had 
HH ,, ~ to explain it to the 
wu factor and then he 
~~ had to obtain a large volume 
of small notes, many of which 
he would have to take up at 
maturity, together with a 
financial statement from his 
customers, who, for the most 
part, had noconception of how 


IN to render him a proper state- 
(Continued on page 31) 
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When Country Banks Saved the Day 


How the Little Institutions Came to the Rescue of the 
Soldiers’ Bonus in Minnesota--the Big Banks Following 


HIS ise®a story of the. country 

banks. It has nothing to offer by 
way of improving bookkeeping, and 
it expounds no new method of han- 
dling accounts. No banker anywhere, 
reading it, will find any innovation 
in theories of banking. 

Rather, it deals with nothing more 
tangible than service, that indefin- 
able something which 


By EARL CHRISTMAS 


There is only money enough to last a 
few weeks at best, and then they will 
have to stop payments. The rest of 
the soldiers will be informed that they 
will have to wait another year, until 
the legislature meets and raises the 
interest rate on the certificates. Then 

the storm 

















banks everywhere seek 
to give through a wide 
variety of means and 
with varied success. 

The big banks of the 
cities have had their 
service departments for 
a good many years, and 
we have been accus- 
tomed to reading of the 
workings of these often 
highly efficient organiza- 
tions of helpfulness. 
Well, this story deals 
with the little home 
bank, which never had a 
service department, but 
had, from the first, a 
pretty good idea of 








service. Ro Stroy 


Visualize this situa- 
tion :— 
A grateful state is 





Soldiers’ Bonus 





‘emcee ot the 


Reprinies from the Misampatis Trivene of Ortaber 1. sme 


Wells-Dickey Trust Company 


a will break. 


NNOUNCING a plan for 
the immediate payment 
of Minnesota Soldiers’ 
Bonus Claims. 
Previous 
At the request of members of the 
American Legion, the World War 
Veterans and others, we have ar- 
ranged with the State of Minne- 
sota for a purchase of at least 
$500,000 of Soldiers’ Bonus Bonds 
and are prepared to designate to 
the State Bonus Board the names 
of ex-service men, residents of 
Minneapolis, to whose claims the 
proceeds of our purchase shall be 
applied. 
The News item reproduced herewith, 
which appeared at the time our first 
$100,000 purchase was announced, gives 
the details of our plan. You will notice 
that the total cost to the service men, in- 
cluding both loss on resale of bonds and 
our handling charge, is $3.75 per cach 
$100 of bonus paid. 

If your bonus application has been ap- 
proved, and you care fo avcept an early ad- 
justment on this basis, we suggest that you list 
yor pplication with us at once, as we can- 
not assure payment of claims after our allot- 
ment of bonds has been exhausted. 


purchase shall be applied. 














venue South at Fifth Street 


Open Until 7:30 Monday Evening 








issuing certificates of 





indebtedness to pay 

bonuses to its returned soldiers. After 
the first $7,500,000 worth of certificates 
are sold, the money market declines 
and there is no sale for the certificates. 
The legislature has limited interest on 
the certificates to 5 per cent and pro- 
vided they must be sold at par. 

Bonuses have been paid something 
less than a third of the soldiers, and 
some 70,000 others are clamoring for 
their money. With funds practically 
exhausted, the bonus board faces the 
necessity of stopping payments. 
Members of the board try every 
means. They appeal to popular sub- 
scriptions, but the number of certifi- 
cates purchased is negligible. 

One member of that board is a 
candidate for governor. Another is 
State treasurer, and a candidate for 
re-election. All of them want to get 
those bonuses paid as soon as possible. 

One plan after another fails. Final- 
ly, they approach the blank wall. 





The city banks followed up with newspaper advertising 


That was the situation in Minne- 
sota last summer. 

J. A. O. Preus, state auditor and a 
candidate for governor, was one mem- 
ber of the bonus board. Henry Rines, 
state treasurer, was another, and 
Adjutant General W. F. Rhinow was 
the third member. All had the inter- 
ests of the service men at heart, but 
they simply couldn't sell certificates 
at par when the legislature had 
limited them to 5 per cent interest. 

Many a night they lay awake 
trying to figure some way out of the 
dilemma. Already the service men 
had complained of delay, and com- 
mittees had been appointed to inves- 
tigate. Administration of $20,000,000 
in bonuses tosome 120,000 soldiers was 
something of a task in a good many 
ways, and it was inevitable that some 
dissatisfaction should arise. -On top 
of this the board was running out of 
funds. Now Mr. Preus and Mr. 


Second Announcement 
Soldiers’ Bonus 


For the Benefit of Those Who Have Not Seen Our 
jitting a Plan for 
Minnesota 


At the request of former service men, members of the 
American Legion, and others, we have arranged with the 
State of Minnesota for a purchase of at least $500,000 of 
Soldiers’ Bonus Bonds and are prepared to designate to 
the State Bonus Board the names of ex-service men, resi- 
dents of St. Paul, to whose claims the proceeds of our 


These Bonds, purchased from the State at 100, are being 
re-sold upon the market at an average of about 97.75. 
To this loss upon re-sale of about $2.25 per $100 is add- 
ed a handling charge of $1.50 per $100, thus making the 
total cost of the transaction to the service men $3.75 per 
each $100 of bonus paid. The bonus claimant assumes no 
responsibility for re-sale of the bonds and gets his claim 
in cash, less the agreed cost charge, just as soon as draft 
1s forwarded by the Bonus Board. 


If your Bonus Claim has been approved and you care to 
accept an early adjustment on the basis outlined, we 
suggest that you list your application with cither of the 
undersigned at once, as we cannot assure the continued 
payment of claims after our allotment of bonds has been 
exhausted. 


Necessary banks for filing may be obiained at the offices 
of cither the undersigned institutions. 


Merchants Trust and Savings Bank 
Merchants National Bank Building 


WellyDickey Company 





Rines are good politicians as well as 
good, responsible citizens, and it is 
not too much to say they “viewed 
with alarm” the impending crisis. 

Finally, in desperation, they sent 
for Matt J. Desmond. Desmond was 
chief of accounts in the state auditor's 
office. 

Making Desmond executive officer, 
the board charged him with the re- 
sponsibility of rescuing the bonus 
board from its predica- 
ment. That was in July. 
Desmond took off his 
coat, and went to work. 

He found a surplus in 
a certain state fund and 
suggested that this ke 
used in making up the 
discount at which the 
certificates must be sold. 
But the attorney gen- 
eral said no. Then Des- 
mond found that some 
advance taxes, just 
coming in, might be used 
for this purpose. That 
added $1,000,000 or more 
to the fund, and then 
this resource was ex- 
hausted. 

The board faced again 
the necessity of stopping 
payments. Desmond 
suggested that certifi- 
cates be issued directly to the soldiers, 
who might cash them at the banks at 
whatever the banks might allow. But 
this was held unconstitutional. 

It looked like the last ditch. 

Then Desmond hit upon an idea. 
He sat down and wrote to an old 
friend, who was an official of the 
Rushford State Bank. Ina few days 
the Rushford State Bank purchased 
a $500 certificate and designated that 
the money received from the bank 
be applied on the bonus of a Rushford 
soldier. 

That was the idea. Desmond 
figured that if the banks could desig- 
nate the men to whom the payments 
should be made—in other words, if 
they could know they were helping 
men they knew—they might buy the 
bonds. He.was counting on the per- 


sonal element. 
Well, as soon as he got that letter 
from the Rushford State Bank, Des- 
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mond wrote a circular letter to every 
banker in the state, telling him what 
the Rushford bank had done. He 
went on to advise the other bankers 
that if they wished to perform a 
similar service for the returned 
soldiers in their communities, they 
should send him the names of the 
men in their communities to whom 
they wished the bonuses to be paid. 

Would the bankers respond? 
Frankly, Desmond didn’t have any 
great hopes, he admitted later. The 
banks would have to buy the certifi- 
cates at 100, and hold them or dispose 
of them if they could at 97. 

The big banks in the cities actually 
pooh-poohed the idea,’ Desmond 
sajd. 

But he sent out the letter and 
waited. This was early in September. 
He didn’t have long to wait. Ina 
few days, the subscriptions were 
pouring in—not from the big city 
banks, but from the country banks, 
the little banks in the country towns 
and small cities. 

“The response was beyond all 
expectations,’ Desmond said. “All 
of them seemed so pleased about being 
able to help the men out. The names 
came in on every mail, and every few 
days the banks would send in addi- 
tions to their lists. Some of the banks 


Helping to “Clear the 


FFECTIVE co-operation of the 
National Bank of Commerce, of 
Toledo, O., aided the Lucas County 
Farm Bureau in a 
successful member- 


actually were afraid they would get 
left out, and wired us to hold blocks 
of the certificates until they could get 
together a list of their service men.” 

From all sections of the state came 
the orders. The Farmers National 
Bank of Hutchinson was one of the 
first, investing $1,300, and then fol- 
lowing it up with purchases at eight 
other times. The State Bank of 
Rushmore sent in an order for $3,000. 
The First National at Royalton 
bought $5,000. The Commercial 
State Bank of Two Harbors bought 
$10,000 worth of the certificates, then 
turned around and bought $5,000 
more. 

The First National of Proctor sent 
in orders for nine different purchases, 
totaling $11,700 for bonuses of serv- 
ice men in that community. The 
First National of Pine City bought 
$1,500 on September 28, and then 
followed it later with orders for $3,000 
more. The First National of Roch- 
ester bought an even $10,000. 

And sothey came. Every day the 
papers announced further purchases. 
The movement was getting decidedly 
contagious. 

After a month or so, some of the big 
city banks fell in line and made ex- 
tensive purchases. But it was the 
country bank —the little home bank — 
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Map 


7 4 
duces every year 42,000,000 pounds 
of milk, 6,000 bushels of buckwheat, 
1,180,000 bushels of wheat, 800,000 





ship drive to organize 
the farmers of the 
county. 

The map used in 
the window display, 
here reproduced, con- 
tained 2,370 tacks. 
Each tack represented 
a farmer in the 
county, and, as the 
farmer joined the 
county organization, 
his tack was removed 
from the map. Hence 
the slogan of the 
campaign — “Clear 
the Map of Lucas 
County.” 

The figures given in 
the display, visualized 
with an exhibit of the 
actual products, show 
that the county pro- 





Retuabqresnasiteenneat 


“When in the 
LUCAS COUNTY FARM 
YOUR tack will be removed 


MR. FARMER 


* There is a tack inthis Map 
that represents YOU. 


BUREAU 


IS YOUR TACK STILL THERE? 


Every Year Lucas County Droduces Approximately ©== 
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that led the way. 
nificant thing. 

“If it had not been for the little 
banks, the big banks never would 
have touched it,’ Mr. Desmond ex- 
plained. 

In many towns, all the unpaid 
bonuses were taken up and paid 
through the purchases. Service men 
in whole counties, in some instances, 
got their bonuses as a result of the 
purchases by the banks. Neighbor- 
hood banks in the cities joined in the 
subscriptions. 

By December 15, the bonus board 
had to stop the subscriptions. Enough 
money had been subscribed to last 
until the meeting of the legislature. 
In other words, the gap had been 
bridged, and payment of the bonuses 
had continued without a break. 

The banks had purchased approxi- 
mately $4,000,000 worth of the certifi- 
cates. This made possible the 
payment of the claims of 20,000 
soldiers. In all, 626 banks had re- 
sponded to the appeal, showing how 
nearly universal was the desire of the 
bankers to help the service men, even 
to the extent of taking a loss them- 
selves. 

“It was wonderful the way the 
country banks met the appeal,’ Mr. 


Desmond said. “It was the country 
(Continued on page 29) 


That is the sig- 


Lucas County’ 


bushels of potatoes, 600,000 bushels 
of onions, 1,000,000 bushels of corn, 
1,000,000 bushels of oats and 45,000 
bushels of apples. 

The campaign for 
members was on a $10 
basis, the membership 
formerly having been 
200 to 250 each year 
at $1 each. In the 
drive, the bureau re- 
ceived the co-opera- 
tion of the banks of 
Toledo and of the 
Chamber of Com- 
merce as well. 

Will Fischer, of 
Waterville, O.,ispresi- 
dent of the bureau. 
Louis F. Miller was 
local countycampaign 
manager and C, B. 
Newton, of Bowling 
Green, represented 
the State Farm 
Bureau Federation. 
Ray F. Donnan is 
county agent. 
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Enter, the Agricultural 


oe i= 


























The bank sheep-breeders picnic. Center—a 
live stock meeting examining a pure-bred bull 
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The first banker-farmer mixer where 1,200 
farmers and bankers rubbed shoulders 











N looking 

over the list 
of departments 
of the progres- 
sive country bank, one is likely to see, 
these days, listed along with savings, 
bond, commercial and the other 
departments, a new member of the 
departmental family, labeled “‘Agri- 
cultural Department.’ At once, the 
uninitiated is curious to know what 
possible place an agricultural depart- 
ment can have in a well-regulated 
banking institution. What are its 
duties and is it a paying proposition? 
It is the purpose of this article to 
answer, if possible, some of these 
questions. 

Some thirty-five banks in the 
United States have some form of 
agricultural department. This _ is 
about one-tenth of one per cent of the 
banks of our nation. These banks are 
distributed from Massachusetts to 
Oregon, from Georgia to Wisconsin. 
Most of them consider their agricul- 
tural departments good investments. 
Some have had to discontinue them 
through loss of men, while many 
others are just on the eve of inaugu- 
rating this important work. 

After all, the only commodity that 
a bank has to sell is service and when 
it is considered that many machinery, 
feed and fertilizer manufacturers 
maintain agricultural service bureaus 
at costs ranging from $5,000 to $25,000 
a year, it would seem that the country 
bank interested in increasing its 
patronage and developing its 
community, could devote a_ small 
appropriation to this work. 

The Agricultural Department de- 
votes its entire time to giving service 
to farmer patrons and to linking up 
the bank with the agricultural activi- 
ties of its community. It is the point 
of contact between the bank and a 
class of customers that really need 








There is Real Need for the Work of the Right Kind of 
Bank Agriculturist, as Bend, Ore., Clearly Demonstrates 


By R. A. WARD 


Vice-president, First National Bank, 
Bend, Oregon 
assistance, and that have been espe- 
cially hard to reach in the past. 

So much for abstract generalities. 
Let us now consider a concrete 
example of what one bank has accom- 
plished, that has been a pioneer in this 
work. It would be eq sally interesting 
if space permitted, to recount the 
splendid work done by other agricul- 
turists, especially the work of E. F. 
Averill, of the Exchange National 
Bank, Spokane; O. W. Jarvis, of the 
Sacramento-San Joaquin Bank of Sac- 
ramento; Raymond Clapp, of the First 
National of New Haven, Conn.; and 
G. E. Metzger of the St. Joseph Valley 
Bank of Elkhart, Ind. 

The First National Bank of Bend, 
Ore., inaugurated its first agricultural 
work nearly ten years ago. It hascon- 
sistently followed this policy through- 
out the past decade, but it was only 
two years ago that its agricultural de- 
partment was established. When Presi- 
dent C. S. Hudson first opened the 
doors of the institution in 1909, the 
deposits totaled exactly $12,805.64; 
at the present time they amount to 
nearly $1,500,000. Evidently, the 
policy of community development has 
been a sound one. 

In the spring of 1919, the bank 
employed the county agricultural 
agent of Crook and Deschutes Coun- 
ties to take charge of the agricultural 
work and organize the new depart- 
ment. He was given the title of vice- 
president, a desk in the corner of the 
lobby, and told to go to it. His best 
allies in carrying the work to the peo- 
ple have been the timely counsel and 
advice of his president and the service 


rendered by a 
somewhat bat- 
tered but faith- 
ful automobile. 
From a department using a stenog- 
rapher part time and situated in a 
corner of the lobby, it has grown until 
special offices are being constructed to 
accommodate it and the full time of 
one assistant is required to handle the 
work properly. The first activity of 
the department was to map out a 
program of work. A ship seldom gets 
anywhere without knowing where it 
is going. The programof work showed 
the major project to be undertaken 
and ran something like this: 

1—Live stock improvement. 

2— Increased alfalfa production. 

3— Increased dairying. 

4—Live stock disease prevention. 

5— Boys’ and girls’ club work. 

6— Keeping of farm accounts. 

7—Farm surveys and use of agri- 

cultural statements. 

8—Silo campaign. 

9—Sulphur campaign. 

Such a program, of course, lasts 
over many years. Two or three of 
the more important phases of the 
work are concentrated upon and car- 
ried along until the results hoped for 
are accomplished. Then they are 
dropped from the program. On ac- 
count of seasonal activities, it is not 
always possible to concentrate on one 
project to the exclusion of all else, and 
it is always best to have sufficient 
work under way, so that when con- 
ditions necessitate dropping one cam- 
paign for a time, another campaign 
is ready to go. 

The first campaign undertaken by 
the Bend bank was the increased 
production of alfalfa. | Deschutes 
County at that time contained about 
10,000 acres of alfalfa. The thousands 
of range sheep and cattle from the 
adjoining range country were wintered 
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in the irrigated 
Deschutes Valley 
and in times past, 
ate up all the hay. 
Alfalfa hay was 
always high in 
price and farmers —_ 
raising it were 
generally prosper- Comts 

ous. At the same sh taeen: tvigated 7 ang tareend 
time, land in at 
alfalfa was worth Location 
$100 to $150 per 
acre, while land in 
othercrops ranged 
from $50 to $75 
per acre in value. 


AGRICULTURAL PROPERTY STATEMENT 


FIRST NATIONAL BANK OF BEND, OREGON 


irrigated Number acres w 


Nt 


Miles |S |W) of Bend 


the lamb crop 
showed some im- 
provement. Early 
in 1920, the Agri- 
cultural Depart- 
ment brought in 
an $800 Ram- 
bouillet ram and 
seventy-five regi- 
stered ewes, the 
- best money could 
buy. These sheep 
were distributed 





REAL ESTATE OWNED 


Improvements Cutivated Acre Total Value 


Accordingly, the — | rocation ana cascity of Forest Reserve rane 


bank announced, 
through its adver- 
Seeee, See ft. - (eer ree ee 
would. furnish any 
farmer withalfalfa 
seed on a year's Neate tome 
time at 6 per cent. 
Central Oregon i 
always has been | ‘no Marine 
and is today a 10 
per cent country. 





The Agricul- —— jnatomnaiten—Wakons 


tural Department 
prepared a special a 
book on growing 
alfalfa under Des- 
chutes County 
conditions, which Mave you a silo 

was distributed naurance ca 
among the farm- 
ers of the re- 








™ on time among 
six farmers for the 
purpose of pro- 
ducing high-class 
range rams, the 
progeny to be 
used on ordinary 
range sheep for 
the purpose of 
producinga better 
range ewe. The 
lambs born of 
this importation 
_ exceeded expecta- 
tions. As this is 





FARM MACHINERY 


being written, 
November, 1920, 
oe a carload of these 
ram and ewe 





+ Tract M Plows Rakes Binders Tr ' s | Other Imp! nt 
} | 
| 
| | 
FARMING OPERATIONS 
’ Past ~ Potatoes | Silage Crops Miscellaneous 
} 
} 
Do you use any fertilizer? Name kind 
Payable to ° Company 
Amount $... 


lambs are being 
_.| exhibited by the 
=<|  bankatthePacific 
. International 
Live Stock Expo- 
sition. 

October, 1920, 
saw range sheep- 
men badly dis- 








gion. This pam- 
phlet ultimately 
had a wide cir- 


culation, requests for it coming from 
New York and Pennsylvania in the 
east and the Hawaiian Islands in the 
west. The department then _ pur- 
chased 35,000 pounds of high-testing 
Grimm and Cossock alfalfa seed 
which was distributed at actual cost 
to 394 farmers. As the seed was 
certified, the bank numbered each lot 
and is in a position to furnish a pedi- 
gree for each farmer's field, should he 
go into alfalfa seed production on a 
commercial scale. The year follow- 
ing the campaign, the county assessor's 
report showed better than 13,000 
acres in alfalfa, an increase of over 
30 percent. A large portion of the 
seed also went into Crook County, 
from which acreage records were 
unobtainable from the assessor's of- 
fice. Checking up on the work showed 
that as a result of this campaign 
$140,000 worth of new hay was pro- 
duced and the increased value of the 


The “Agricultural Property Statement” -lank, 
pronounced invaluable in the bank's work in 
analyzing the agricultural needs of the community 


newly seeded land is estimated at 
$150,000. 

The next problem attacked was 
that of live stock improvement. Every 
country bank in the western country 
is directly affected by the quality of 
live stock kept by its customers. The 
bank's customers and friends owned 
about 200,000 range sheep. These 
ewes sheared annually about seven 
or eight pounds per head. One band 
of sheep in which pure-bred bucks 
have been used for fifteen years, shears 
twelve pounds per head average. The 
range lambs marketed each fall were 
an uneven lot, some good and many 
others not so good. It was evident 
that there was much work to be done. 

The first step was the importation 
of a carload of pure-bred Lincoln 
range rams. They went into the 
range country and the following year 


couraged. Lamb 

and wool prices had declined to low 
levels as compared with war prices, 
money was tight and, in many in- 
stances, cost of production exceeded 
the selling price of the product. It 
looked as if only those with the best 
bred stuff would stand any show to 
make money. Accordingly, the bank 
imported a carload of 150 pure-bred 
Cotswold range rams and these were 
distributed early in November to the 
sheepmen of Deschutes, Crook and 
Lake Counties. The rams were dis- 
tributed at actual cost and by special 
arrangement with the breeders the 
purchasers were given a year's time, 
without interest, in which to pay for 
the bucks. At the same time, the 
bank made arrangements to dispose 
of all the cross-bred lambs next fall. 
But the customers of the First 
National Bank are not all sheepmen. 
A large number of them run’ beef 
cattle on the open range and Bend's 
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CLEARING HOUSE 


annual shipments of beef to the big 
markets are a considerable contribu- 
tion to the meat supplies of the 
United States. In assisting the cat- 
tlemen, the Agricultural Department 
laid special emphasis on the value of 
pure-bred bulls. There were many 
pure-bred bulls on the range, but 
there were many more that were 
scrubs. The difference in the re- 
sulting calves is so marked that 
reputable banks and cattle loan com- 
panies make a considerable difference 
in the loan value of each animal. The 
well-bred steer was, this past year, 
worth from $60 to $85, depending on 
the market; the scrubs from $30 to 
$55 per head. 

Central Oregon, however, had a far 
greater demand for pure-bred bulls 
than was being produced locally, so 
the bank took steps to remedy this 
difficulty and insure asupply. At the 
Pacific International Stock Show of 
1919, the Agricultural Department 
purchased several Shorthorn cows and 
bulls ranging as high as $1,200 for a 
single animal. Another car of pure- 
bred Shorthorns was purchased in 
Union County. These shipments 
were distributed among farmers in 
the irrigated sections who had ar- 
ranged to take up the breeding of 
pedigreed live stock as an industry. 
As usual, the cattle were distributed 
at actual cost and the new breeders 
given six months to a year’s time in 
which to make payment. 

The first activity along this line was 
early in 1919, and later in the fall the 
farmers had their first crop of regis- 
tered bull calves for sale. Through 
the Agricultural Department, these 
were sold to range cattlemen at good 
prices. In some instances, the calves 
brought more than the original cost 
of their mothers. Asa result, interest 
in pure-bred cattle breeding grew in 
Deschutes County until at the 
present time, this section is becoming 
favorably known as a pure-bred live 
stock center. Repre- 
sentative cattlemen 
accompanied the agri- 
culturist on a range- 
bull-buying excursion 
in the spring of 1919 
and a carloadof choice 
Hereford bulls were 
imported for range 
use. 

Boys’ and girls’ club 
work has always been 
a popular formof bank 
agriculturist activity 


and even many banks ee 
An exhibition of pure-bred Cotswold rams in front 


that seldomundertake 


any other banker-farmer work, find 
the boys’ and girls’ pig, sheep and calf 
clubs good advertising mediums. The 
Bend Bank put on its first Pig Club 
in 1919. Central Oregon is not a 
hog country, as but little grain is 
produced on acommercial scale. The 
Agricultural Department's survey of 
the farms showed many farmers to be 
buying pork when each ranch could 
maintain at least one pig on the skim 
milk and kitchen waste alone. Hence 
the pig club idea. Thirty-five pure- 
bred Duroc Jersey pigs were distrib- 
uted among as many children. Each 
club member kept a record of the feed 
cost and at the termination of the six 
months, some interesting data was 
available on fattening hogs under 
Central Oregon conditions. The pigs 
were shown and prizes awarded at a 
local fair held in Tumalo, Oregon. 

It is quite likely that in each com- 
munity served by a country bank, 
there are certain agricultural practices 
not now in use, which, if adopted, 
would become profitable and develop 
the community as well. Each agri- 
cultural department can accomplish 
a great deal of this kind of work if the 
local farming methods are carefully 
observed and checked up. 

In the Bend territory, the prevail- 
ing practice was to ship thousands 
of feeder lambs from the range to the 
central markets. Frequently, these 


_lambs went into feed lots in Idaho, 


Colorado, lowa, Nebraska and other 
states where they were fattened and 
they made a nice profit for the feeders. 
The Agricultural Department con- 
ceived the idea of feeding several lots 
of lambs experimentally on the ranches 
where hay was raised. It appeared that 
if successful, a new industry could be 
established in the Deschutes Valley to 
take care of surplus alfalfa hay which 
the valley is sure to have in years to 
come as more of the lands are irrigated. 
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Accordingly, the department ar- 
ranged with four alfalfa farmers who 
had a surplus of hay to try the lamb 
feeding experiments. The bank bought 
the lambs for the men and supervised 
the feeding operations until the lambs 
were marketed. About 1,500 lambs 
were fed out and the 1919 results were 
highly satisfactory. The lambs made 
a profit of $3 per head on hay 
and pasture straight, and $5 a head 
profit where a little molasses and 
grain was fed. Last year (1920), the 
bank placed some 2,500 lambs on feed 
in the valley and as the Agricultural 
Department does not feel that the 
results obtained are conclusive, the 
experiments will be repeated. 

Very nearly every bank can afford 
to put on a silo campaign at some 
time. There is no longer any ques- 
tion about the great value of a silo 
and of silage as a cheap and economi- 
cal feed; still, | am informed that even 
in the central states where silos have 
been in use for many years, there are 
still many farms without this very 
useful structure. Five years ago, in 
Deschutes County, there was not a 
single silo, and up until 1919 the total 
number was only twelve. 

In 1919, the Agricultural Depart- 
ment inaugurated its silo and sun- 
flower silage campaign. It was greatly 
assisted in this work by the help 
of the county agent. The bank 
furnished money to farmers to buy 
silos, silo forms and sunflower seed 
for the production of silage. The 
county agent and the bank agricul- 
turist held meetings in each farming 
community at which the virtues of the 
silo were extolled. Emphasis was 
also laid on the-value of the new silage 
crop, sunflowers, which outyield corn 
two to one in tonnage per acre and 
could be grown in places where sum- 
mer frosts precluded the growing of 
corn. When the campaign was closed, 
in November, 1920, twenty-five new 
silos had gone up and 600 acres of 
sunflowers had been 
harvested to fill them. 

During the last few 
years, bankers have 
found that getting out 
and rubbing shoulders 
with farmers has been 
a highly desirable 
practice. It promotes 
a better understand- 
ing of each other's 
problems and a better 
feeling all. around. 
Such success has at- 
tended the annual 


Banker-Farmer Mixer 
(Continued on page 33) 
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Did You Save 
Today? 


Probably you have sme money that you dont heve 
te spend today. Why not save it today? Deposn « 


Jamaary Sth draw interest from January Ist 


Our Savings Department le Open 
Mondays Till 6:30 
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Seven Lean Years 


. Deposit your 
But in all the Land of Egypt there was Bread Christmas Bonus 
One of the Mout Vieal Stories Ever Told! before Jan. 10 
















AKE it the basis of a 

Special Interest ac- 
count. Bank it with us by 
January roth, and it will 
draw interest from Janu- 
ary 1st. 
Come in today—before you 
are tempted to spend it. 
One dollar starts an ac- 
count. Five dollars begin 
drawing interest. It takes 
only a few minutes to make 

first deposit—and only 
3 few minutes each week 


to keep it growing. 


of the seven yours * * * © 


Men with the foresight of Joseph have crested 
the modem Savings Bank wherein the people 
of America may store in safekeeping their 
tT. 
by che depomtor: and by che Sune. 
Sux billson dollars of savings in the 635 Savings 
Banks of the United States ave proof 
ten million depositors have profited by the 
Message of the Ceatunee— . 


Seven Lean Years 


Bas all the Land of Egype there wes Bread 
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SAVINGS BANKS ASSOCIATION 


OF THESTATE OF NEW voRK 














Fig. 1. Six timely savings advertisements A aes 
ING Sples The Appeal for Savings Deposits Seems to be the Most = os 
for a simple in- Jmportant--How Banks Everywhere are Advertising reads: 


auguration, the 

drastic economy in state expenditures 
urged by Governor Miller, of New 
York, and the great success of the 
recent National Thrift Week are 
symptomatic of the general tendency 
away from extravagance and towards 
thrift and more sensible ideas in both 
public and private life. 

It isan interesting commentary upon 
human nature that, even in communi- 
ties where there is a lot of unemploy- 
ment owing to existing conditions, 
most banks are showing good net 
gains in saving deposits. In good 
times it is easy come, easy go, with 
most people. But when a man sees 
his neighbor out of work, or his own 
income reduced, he is going to think 
twice before he spends, and he is going 
to pay thestrictest attention tohis sav- 
ings account and build up that reserve 
fund which may stand him in good 
stead should financial reverses come. 

That is the psychology of saving, 
and it is the reason why savings ad- 
vertising has the call at the present 
‘time. Increased thrift will help the 
general financial situation at this time 
also. Bankers realize that, and it is 
another reason why we are seeing so 
much of the strong, virile type of 
savings advertising in all sections of 
the country. Let the good work go on. 

In this connection, | am reproduc- 
ing one of a series of advertisements 
run in a list of New York state news- 
papers by the Savings Banks Associa- 
tion of that state (Fig.1), and in the 
same group I am also showing good 


By T. D. MACGREGOR 


Vice-president, Edwin Bird Wilson, Inc., 
ew York 
current savings advertisements of the 
Mississippi Valley Trust Company, St. 
Louis; the First National Bank of 
Richmond; the Mercantile Trust 
Company, New York ;the Albany City 
Savings Institution, and the Mercan- 
tile Trust Company, St. Louis. 


HERE is some good trust company 
talk in an advertisement of the 
Mercantile Trust and Deposit Com- 














Lh ion of your property, we have 
Gist * femeblecniled) “The Eany Road to Wilk 
& using this you may in a few minutes set down 

the provisions that you wish him to incorporate in your Will. 
This booklet may be obtained by asking either Mr. Droll- 
tages tbs Nenahech cheer toe ieee 


The Fidelity Trust Company 
of Buffalo 


Main at Swan Street 




















Fig. 2. Interesting to lawyers 


“At this time 
of the year it is the custom of prudent 
men to give thought to the financial 
accomplishments of the past twelve 
months, and to plan for the next. 

“What has been the family income? 
And how much of it is left? Are the 
investments secure? What is being 
done to protect these possessions? 

“Thus do heads of families, like 
mariners, take soundings to guard 
against the hazards ahead and assure 
a safe voyage. 

“Before trust companies existed, 
accumulated wealth, the investment 
of surplus funds, and the protection 
of estates by executors was entrusted 
to individuals. This involved large 
personal responsibility, with all its 
attendant risk. 

“Today a man may safeguard the 
financial future of his family. He can 
secure the service of a trust company 
as executor of his will and thus be 
assured of business ability, seasoned 
judgment and financial responsibility 
in the management of his estate. 

“The officers of this company will 
be glad to explain at the offices of the 
company or by correspondence, just 
what Mercantile Trust and Deposit 
Company's service can mean to you 
now and to your heirs later.’ 


EGARDING the other advertise- 
ments reproduced, I am moved 

to make the following remarks: 
Union Exchange National Bank, 
New York. (Fig. 3.) This is the only 
advertisement of this bank I have ever 
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seen but I have seen it many times. 
If it really was my bank I[ think I 
should be tempted to ask it to change 
the copy and illustration once in a 
while, and not have so much of a 
“still life’ effect in both. 

Union Trust Company, Detroit. 
(Fig. 4.) This is what I call a good 
human interest advertisement. 

First National Bank, Brooklyn. 
(Fig. 3.) It’s a little late to reproduce 
a Christmas advertisement but there 
is an atmosphere in this one which does 
one good even in March. 

First National Bank, Portland, Ore. 
(Fig. 3.) There is atmosphere in this 
advertisement from the opposite coast, 
too. It will be read despite its length. 

The Fidelity Trust Company, Buf- 
falo. (Fig. 2.) Every member of the 
Erie County Bar will read this adver- 
tisement and be more likely to co- 
operate with this trust company be- 
cause of it. 


HE bank house organ is becoming 
increasingly common both as an 
advertising medium and as a means of 
helping the esprit de corps of the 
bank's organization. I have received 
quite a number of good specimens in 


the past month. The one that came 
farthest was “Bank Notes,” the 
monthly staff magazine of the Com- 
monwealth Bank of Australia. It wasa 
souvenir number in honor of the visit 
of H. R. H., the Prince of Wales, and 
was beautifully illustrated. The regu- 
lar issues of the magazine are also inter- 
esting and must do much to help the 
spirit and efficiency of the institution. 

“Anglo Bank Notes” is the title of 
the house organ of the employees of 
the Anglo and London Paris National 
Bank of San Francisco. The cover 
contains a fine illustration of the 
beautiful building of the bank. 

“The Money Manager,” a monthly 
magazine about folks and finance, is 
put out by the Citizens Trust Com- 
pany of Paterson, New Jersey. “The 
American” is published by the Amer- 
ican Bank of Commerce and Trust 
Company, Little Rock, Ark. *‘Fidelis” 
is the name of the monthly magazine 
published by the Fidelity Trust Com- 
pany of Buffalo, in the interest of 
the Fidelity Trust Club. 

The personnel edition of “The 
Teller, published by the Merchants 
Bank, Mobile, Ala., contains pictures 
and sketches of everybody connected 
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All Good Christmas Wishes 


N CHRISTMAS DAY, when good trvende 

“knock on each other's doors bringing a 
good wishes, we also want to bring our Cc - 
mas greetings into the houses of our custome 


1u in a spirit of friendli- 









“his bank will meet ye 
bay om co-nperation at all times b ne e-4 
service by bringing your business problems t 
our officers. 
OFFICTNED © KRUEGER FIRST | 
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YourR BANK 


i uld inspire a feeling of certainty and 
confidence in its ability 10 full! : 
Eation assumed 
TBe essenti 


vice is th 
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al feature of our banking ser- 
; © certaimty and willingness wit] 
‘hich we perform every promise 


UNION EXCHANGE 
NATIONAL BANKof NEW YORK 
A COMMERCIAL BANK 
Fifth Avenue at Zist Street 
New York 








The “Flying Money” of 


| be ago Marco Polo visited These notes mist have greatly facil- 
Cathay, as the Chinese Empire tated the early commerce of China. 
was known to medieval Europe. 
Fabulous tales he told of his travels merchants have had their caravans, 
and the wonders which he had their trade routes, and their far-away 


Much he marveled at the bank notes Trade with the Orient was never 
which in the poetical language of more interesting and profitable than 
the Flowery Kingdom were called today. 
“flying money.” 
Chinese notes consisted of pieces of we are able to offer a direct and per- 
cotton paper about a palm in length sonal banking service in the im- 
and breadth upon which certain portant trade centers of Shanghai, 
lines, resembling the seal of Mangu  Kankow, Hongkong, Changsha, 
Khan, were printed. 


THE FIRST NATIONAL BANK 


OF PORTLAND OREGON 


Dim Cathay 


For thousands of years Chinese 


customers. 


Through our connections 
He tells us these with Oriental banking institutions, 


Peking, Tientsin and Canton, 


THE FIRST NATIONAL BANK WEST: 
OF THE. ROCKY MOUNTAINS 








Fig. 3. There's cheerful atmosphere in one of these, still life in another and exceptional reader interest in the third 
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>| WIDOW with two dependent children | 4 
wants steady work. Address Box M299. | "B= 








yes can read a whole story 
between the lines of this 
for such 
= Py an emergency is 
Let us tell you how easy and 
inexpensive it is to establish a 
in trust by the would Life 
Ask today for booklet entitied 
all and education for the “Protecting the Home Circle.” 
children. The edition is limited. 

Union Trust Company 

Griswold and Congress 

Member of the American Bankers Association 











Fig. 4. Touching 


with the bank from the directors down 
to the watchman and porters. 


MONG recent bank booklets 
worthy of mention are the 
following: 

“A Bank Catechism,’ Guaranty 
Trust Company of New York. A 
fine piece of educational literature by 
our largest trust company. 

“The First Century of the Cleve- 
land Foundation, 1914-2014," the 
Cleveland Trust Company —a splen- 
did piece of prophecy based on facts. 

“The Old Fashioned Executor,” a 
booklet containing a series of excellent 
advertisements of the National Trust 
Company, Ltd., Toronto. 

“35 Years of Security,” a brief 
history of Security Trust and Safe 
Deposit Company, Wilmington, Del. 

“The Consolidation of the Central 
National Bank and the Superior 
Savings and Trust Company,” deals 
with the subject indicated and is a 
good piece of advertising for this 
enlarged Cleveland institution. 


OLLOWING is a letter sent to all 
members of the Indiana State Legis- 
lature by the Bankers Trust Company 
of Indianapolis: 
“Dear Sir: 

“It occurs to us we can possibly be 
of service to you during the time you 
are in Indianapolis as a member of 
the next General Assembly, and we 
are writing to invite you to use our 
organization in any way you see fit. 

“You may possibly desire to have 
checks or drafts cashed and for the 
purpose of identification we enclose a 
signature card which, if you care to 
sign and return, will be placed on file, 
making it possible for you to do this 
without the slightest inconvenience. 

“During former sessions members 
have found it convenient to carry 

(Continued on page 32) 
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Trailing Maine Fairs With the Bank 


A Miniature Building on Wheels Travels (00 Miles and 
Brings Back Business in Spite of All Kinds of Weather 


HE “little big 

bank” of the First 
National, of Bangor, 
Maine—an exact re- 
production in minia- 
ture of the bank's 
building in Bangor — 
has traveled for two 
months and covered 
700 miles. Trailing be- 
hind a small roadster, 
it has “made” six dif- 
ferent fairs and fifty 
towns in eastern and 
northern Maine with- 
out serious mishap and 
it has brought back 
300 new accounts and 
a large number of de- 
posits to old accounts. 
Throughout the coun- 
tryside, it has distributed home 
and individual budget account books, 
farmers’ account books, veterinary 
books that were copies of government 
bulletins relative to the care and 
record of live stock, in addition to 
large quantities of helpful literature 
on other subjects. 

It has brought the bank to the doors 
of farmers and farmers’ children— 
even of village merchants—who had 
never seen a bank do business. It 
received the unqualified co-operation 
of other banks in every town included 
in the trip because, they said, they 
realized the importance (to them) of 
the kind of educational work the 
Bangor institution's exhibit was doing. 

But even so, it is not always fair 
weather trailing Maine roads with 
a little automobile coupled to a 
‘little’ model bank weighing a ton 
and a half mounted on a 24-foot 
chassis without springs. W. P. 
Davis, who “trailed” in charge of 
the replica will say it isn't, and he 
ought to know, for he encountered 
every known variety of rain, snow 
and sleet —and scarcely 50 per cent 
sunshine during the entire trip. 
Just one paragraph selected at 
random from his report will tell the 
weather story: 

“Leaving Houlton, we traveled 
through Haynesville to W ytopitlock 
one night in a heavy rainstorm. 
About midnight the next day, we 
struck the Argyle Woods coming 
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Off for the fairs 


toward Bangor for the Monroe Fair 
and the mud was so deep that the sills 
of the trailer and the running boards 
of the car dragged on the ground 


‘and the motor would not pull the 


outfit. So we strung ropes and chains 
across the road, fastened a long block 
and tackle to them and pulled through 
the mud by ‘main strength and 
ignorance. We arrived in Bangor 
about 5 o'clock in the morning after 
nearly five hours of sloshing through 
the five miles of Argyle Woods.”’ 
With reasonable co-operation of the 
weather man, the ‘little big bank” 
would have obtained 1,000 instead of 
300 new accounts, the officials believe. 
Fully 250 new accounts came in 
through the medium of a metal sou- 





Set up and ready for business 


venir coin that en- 
titled the depositor to 
50 cents credit to 
his account, provided 
he kept at, least $4.50 
on deposit with the 
bank for one year. He 
received immediate 
credit for 50 cents 
when the account was 
opened, but that 
amount could not be 
withdrawn until the 
time limit of one year 
had elapsed. 

The distribution of 
useful souvenirs for 
men, women and 
children helped to 
maintain interest in 
the exhibit. They in- 
cluded asbestos iron-holders, thimbles 
of various sizes, pocket-knife sharpen- 
ers, fans and toy airplanes. Postcards 
with a picture of the exhibit were left 
in quantities at the stores in all towns 
along the route. 

At each of the fairs, the bank con- 
ducted a free guessing contest, with 
a big glass jar full of bright new 
pennies as the prize awarded for the 
closest guess of the number of pennies 
contained. The size and shape of 
the jar was changed in each city, the 
prizes ranging from $25 to $35. 

The model bank was made complete 
in Bangor, even down to such details 
as awnings, window shades, swinging 
doors and bronze signs. One side of 
the building was so constructed that 
part of it could be removed when 
the exhibit was set up at the fair. 
A hinged counter was then raised 
into place, completing a serviceable 
tellers window designated by the 
sign: “Savings and Checking Ac- 
counts Opened Here.” 

The exact proportions of the 
bank's home in Bangor were pre- 
served in the model that measured 
seven feet high, six feet wide at the 
front, eight feet wide at the back 
and twelve feet long — scale, an 
inch and a half to the foot. In some 
cities the management turned over 
all the money handled at the fair 
for safekeeping and. it was not 
unusual for Mr. Davis and his assist- 
ant to sleep in the exhibit with 











a 


a Se =e 








mn 


: 
| 





ls 


le 


he 








_—-- 


wk fit 


Rideiasinn nc ¢ 


CLEARING HOUSE 


Twenty-one 





















DRAWN FROM PHOTOGRAPH 








BANK 
ALEM SAVINGS 
. 125 Washington - 

















ow oF 
r 
Ce ee 








asses. 88] 


pees 








Clip and Mail With 
| Your Letter Head 


| PLACE CHECK MARK IN SQUARE 


| ‘a Without cost or obligation, send me 
your typewriter size. Addressograph 

for 10-day free trial—30 names from = 

my list attached. 


\ [] Without cost or obligation, send 
literature telling how banks build ah 
business with the Addressograph. 


Tell us what banks in our section use 





the Addressograph and how. 


C] Have sales representative call. 
| ( 


908-3-2 1) 








CAPITAL $100,000.00 


WeEsrT POINT.GA. 


The Addressograph Co., 
901 W. Van Buren St., 
Chicago, Ill. 
Gentlemen :- 

During the recent flood of the Chattahoochee river, 
which eriveloped the whole town of West Point, Ga., our Ad 
dressograph stood under water for a solid week. 

When we finally got it out, washed it off with the 
hose, and put in new ink pads, it went right ahead doing 
just as good work as ever, and now is working every. day 
making ledger and statement sheets just as good as a new 


‘one would do. 


Yours very truly, 











Metal Address Plates Survive Floods, 
Fires, Quakes! Preserve Vital Records! 


IVE DAYS after the Chattahoochee river put West Point, Georgia, under 
six feet of water, First National Bank officials returned to a mass of mud 
and water-soaked records. 


But their valuable clients’ list was on Addressograph meta/ plates. Clerks 
quickly dug out the Addressograph and plates—washed them off with a hose, 
and speedily addressed notices to every patron—‘‘Bank open for business at 
cashier’s home’’—helped save the bank! 


Why trust your vital records to perishable books or paper cards? Addresso- 
graph Card Index metal plates SURVIVE FLOODS, FIRES OR QUAKES— 


are virtually indestructible. Small cost—large saving, because— 


From card index plates made by your clerk the Addressograph prints names, 
addresses, etc., on all bank forms, exact typewriter style—fifteen times faster 
than pen or typewriter——100% accurate. 


10 DAYS’ FREE TRIAL of Hand operated, Ribbon-Print Addressograph 
will convince you. Have salesman demonstrate at your desk—obey that 
impulse—write or phone nearest office (no obligation—just good business) ! 


United States Sales Offices and Service Stations 














Allentown, Pa. Ruffalo, N. Y. Des Moines, lowa Kansas City, Mo. maha, Neb. Seattle, Wash. 
Albany, N. Y. Chicago, Ill. peiront, Mich Los Angeles, Calif. rade Pa. Spokane, Wash. 
Atlania, Ga. Cincinnati, Ohio El Paso, Texas — Pittsb ar Pa. St. Louis, Mo. 
Birmingham, Ala. Gleveland, Ohio 3rand Rapids, Mich. Newark Portland, Ore St. Pa mi ‘Minn. 
Baltimore Md. Dallas, Texas Houston, Texas Ne sor oh oe La. Salt Take City, Utah Toledo, Ohio 
Boston, Mass. Denver, Colo. Indianapolis, ted: New York, N.Y. - San Francisco’Calif. Washington, D. C. 
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908 Van Buren St., 
C oh Co. CHICAGO, ILL. 


CANADIAN HEAD OFFICE—70 BAY STREET, TORONTO 
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$25,000 under their beds and forty-five 
Colt automatics under their pillows. 

Newspaper advertising announced 
the coming of the exhibit. “Of course,” 
said the Bangor copy, ‘you are going 
to the Bangor Fair. Don't fail to see 
our ‘Little Big Bank’ at the entrance to 
the midway. We have something for 
you free. Call and ‘get acquainted.’ ” 

Since its completion of the tour of 
Maine fairs, the “little big bank” has 
been utilized by the American Legion 
to promote its membership and club- 
house drive on Armistice Day. The 
model, occupied by some of the town’s 
prettiest girls and officers of the legion, 
was placed in the square at the center 
of Bangor. On a raised platform 
nearby, vaudeville acts were staged 
and public speakers addressed the 
crowds every hour. During the day 
they had an audience of 35,000, all of 


Prohibition--A 


HE United States Internal Rev- 
enue receipts from alcoholic liq- 
uors are reported as follows: 


Year Total 

1912 $219,660,257. 
1913 230,146,331. 
1914 226,179,689. 
1915 223,948,645. 
1916 247,453,542. 
1917 284,008,513. 
1918 443 839,544. 
1919 483,050,854. 


In the absence of reliable informa- 
tion it may be reasonable to guess the 
retail selling price or cost of these liq- 
uors at ten times the tax and if so, it 
would seem that our people spent 
over $2,000,000,000 for drink in 1912 
and nearly $5,000,000,000 in 1919. In 
a review of the recent prohibition 
agitation in the United Kingdom of 
Great Britain and Ireland, the expen- 
diture for liquor of the British Isles is 

‘reported as 300,000,000 pounds, or 
approximately $1,500,000,000 at the 
par of exchange, and allowing for the 
difference in population, it would seem 
that the results obtained by multi- 
plying the United States Internal 
Revenue tax for this country by ten 
to obtain our own liquor bill may well 
furnish a fair approximation. 

That we have slain in this country 
a dragon which for many generations 
has been preying on mankind, is an 
opinion almost sure to be held by 
those who have lived in communities 
where prohibition has been long 
enough established under reasonably 


' 


whom recognized the exhibit as a 
model of the First National Bank. 

Many and varied were the com- 
pliments overheard in reference to the 
progressiveness and ingenuity of the 
bank. Until midnight the “‘little big 
bank” took in subscriptions to a fund 
for the legion clubhouse and aided in 
the legion membership campaign. 
Then two squads of the legion boys 
carried it back to the garage from 
which they had resurrected it at day- 
break. 

Pretty soft for the legion boys, 
thought Mr. Davis, when he referred to 
another paragraph of his report on 
the trip to the fairs: 

“We always seemed to get by. One 
night at midnight while going up a long 
steep hill, trying to make it on high, | 
lost my engine — it died on me, and we 
started backwards. I dragged the rear 
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wheels of the automobile and my com- 
panion got out and wedged himself 
between the car and the road but we 
still kept slipping slowly backwards. 
We yelled and shouted in our fright 
and I was just going to fire off my 
forty-five automatic when an auto- 
mobile came along with six men in it 
and stopped, each man taking a wheel. 
We both said ‘thank God’ because 
whenever thisoutfit backsup, it doubles 
up like a hinge and makes for the ditch 
and there was a deep chasm on each 
side of the road and if help had not 
come I, at least, would have gone into 
eternity with this bank. But each 
man in turn trigged his wheel and 
after getting our nerves straightened 
out we started the engine and with all 
hands pushing, we started up the hill 
on low speed, and believe me I never 
lost my engine again.” 


Study of Its Economic Effect 


By E. H. PRINGLE, Jr. 


Vice-president, Bank of Charleston, N. B. A., 
arleston, S. C. 
normal conditions to observe its effects. 

Advocates of prohibition, in their 
enthusiasm, have been wont to pre- 
dict from it a great increase in general 
well-being and contentment, in pros- 
perity, and in the means available for 
better nourished and better educated 
families through the absence of the 
drink bill, a considerable surplus being 
thus left for other expenditures and 
the lessening of disease and illness, and 
assisting the increase in efficiency due 
to the absence of alcoholic exhilaration 
and poisoning. 

In this country as a whole, prohi- 
bition came at a time of most hectic 
industrial prosperity and during a 
period when wages had gradually 
reached a level of such height that the 
saving from alcoholic expenditure 
must have been far less noticeable 
than would otherwise have been the 
case. It came, too, at a time when 
the minds of the whole people were 
unsettled and intoxicated by an un- 
dreamed-of increase in income, so that 
the further saving by reason of prohi- 
bition merely added to a surplus for 
expenditure that had previously be- 
come embarrassing. At the time that 
alcoholic intoxication became difficult 
and illegal, the people were already and 
for some time had been intoxicated 
with prosperity and with a feeling of 
freedom from responsibility, such as 
probably the working people of no 


country have, at any time, ever ex- 
perienced to such a degree. Work 
was seeking men and women eagerly, 
anxiously; it was the easiest thing to 
find a job and it was hard to lose one. 
Employers would put up with almost 
anything rather than lose‘a potential 
worker, and people generally could not 
but revel in their newly established 
importance. 

From an economic standpoint, espe- 
cially with a view to what may 
possibly be hoped for.from American 
business within the next year or two, 
it is important to consider the prob- 
able effects of prohibition on times 
only normally good and less than 
normally good, with a view especially 
of considering how a condition of pro- 
hibition may facilitate relief from the 
present depressed state of business. 

To revert briefly to England and 
her drink bill of $1,500,000,000, we 
find that this compares with some 
other figures as follows: 

For the year 1914, the total excess 
of imports over exports from January 
to June amounted to $300,000,000. 
For this period in 1919, a heavy im- 
porting period for Great Britain, these 
figures were $1,630,000,000 and for this 
period in 1920 they were $1,300,000.- 
000. For the full year 1918 the total 
adverse merchandise trade balance of 
Great Britain was about $3,900,000,- 
000 and for 1919 about $3,450,000,000, 
so that England's drink bill would 
seem to be a sum so great as to 
amount to nearly half of her gross 
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adverse merchandise trade balance in 
each of the two heaviest years of im- 
portations in her history, when she 
found herself compelled to bring in 
enormous quantities of raw material 
at the end of five years of war to re- 
plenish her exhausted raw materials 
and to re-stock her factories so that 
they might again resume their labors 
of supplying the world with British 
goods; prohibition in’Great Britain, if 
it resulted only in saving for a more 
useful expenditure a sum so prodi- 
gious and evidently so large a fraction 
of her total economic production, 
would be wonderfully improved as a 
market both for her own products and 
for those of other countries. If it is 
considered that the productive power 
represented by this sum has been not 
merely wasted from an _ economic 
standpoint, but much worse than 
wasted, has been used as Great 
Britain’s dearest enemy would like to 
see it used, to undermine the health of 
her manhood, to make unhappy her 
women and children, prohibition 
would seem to hold for England bene- 
fits so great that its adoption as the 
rule of the country cannot belong 
delayed. 

But as Americans we feel, ““America 
First," and in the subject we are con- 
sidering it is ““America First,’ for we 
believe that hereafter the world will 
see that in adopting and attempting 
to enforce national prohibition, Amer- 
ica has taken a step that is a landmark 
in world uplift second only to that she 
took when the Declaration of Inde- 
pendence was signed, and the ragged 
Continentals took the field in a 
pathetic effort to defy the power of the 
mightiest empire that has ever blessed 
the world with law and order and the 
promotion of peaceful living and 
orderly industry. 

A paper known as The Survey, 
published in New York City, has 
recently undertaken to investigate the 
possibilities of prohibition in America, 
and it decided that perhaps the most 
satisfactory way of obtaining a quick, 
approximately correct answer, was to 
select a typical American city and 
make an exhaustive investigation in 
that city. 

After much consideration, Grand 
Rapids, Michigan, was chosen, be- 
cause Grand Rapids seemed, more 
than any other single city in the 
country, likely to be typical of the 
largest number of other places. A 
summary of the summary of its in- 
vestigation is as follows: 

THE Home: Families spend more 
time together. The front porch and 
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10,000 New Accounts 


In 10 Days! 





} 








still coming! 


There is not a city or town in the country in which this campaign 
would not prove equally successful, if like co-operation is given. 
Wherever the Liberty Bell Bank is introduced there is an instant 
demand for it, and the reason is, the sentiment that all true Americans 





HE ABOVE shows a few of the 1,355 new savings customers 
secured in two and a half hours by the National City Bank of 
Cleveland, on January 15, 1921. This was the last day of the 10-Day 
Liberty Bell Thrift Campaign put on by this Company for the above 
institution, which netted 10,115 new Savings Accounts—and they are 


The President of the Bank writes: 


‘‘We are extremely gratified at the success of the Liberty 
Bell Campaign for savings accounts . . . The cam- 
paign has been highly satisfactory from every point of 
view, and you may refer any one interested in a similar 
campaign to us with the knowledge that we will give you 
the highest possible recommendation.”’ 


have for the Old Liberty Bell. 


And because of this sentiment the Liberty Bell Bank cannot be con- 
sidered just another style savings bank. It is the Liberty Bell and all 
that it stands for—Liberty, Independence, Happiness—in savings bank 
With it, your Bank will enjoy a distinct advantage over com- 
petition that will be reflected in new faces and increased deposits. 


form. 


Actual 
Size, 
3%" xf” 






This coupon will bring our 10-Day Thrift Campaign 
anda Liberty Bell Bank to you 











Copper 
Bronze 


Finish CLEVELAND, OHIO. 


AIGN, and a sample 


for our inspection. 


Address 





The Bankers Savings & Credit System Co., 
Madison Ave. and West 103 St., 


Please send at once, without obligation to us, full 
articulars concerning your 10-DAY THRIFT CAM- 
Pp LIBERTY BELL BANK and key 


Nabe a MMR ase 5 5235. 
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the garden have come up as the saloon 
has gone down. Children are better 
cared for. Fathers take notice of 
shabby furnishings and help save up 
to replace them. 

Drink: Grand Rapids today is 
free from drunkenness, even from 
drink. 

THE Factory: Mondays are no 
longer blue or black. Absenteeism 
because of “severe headaches” has 
decreased; also accidents. Philip, so- 
ber, has begun to realize that some 
men are worth more than others; to 
takea livelier interest in shop concerns, 
to express himself more freely on the 


processes of which his work is a part. 

HEALTH: Tuberculosis and infan- 
tile mortality are on the decline. 
Though primarily this is due to effec- 
tive popular education, wiser spending 
and more food have helped. 

RECREATION: The demand for 
automobiles, fishing tackle, tents, and 
other sporting goods, can hardly be 
met. The roads leading out of the 
city are filled with happy family par- 
ties out for picnics. 

THRIFT: The bulk of additional 
earnings, after due allowance for high- 
er prices, goes into substantial home 
comforts. Pawn shop transactions 
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or stationer. 
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“get out the work.’’ 
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“T like aclean looking statement” 


Mr. Smith first bought Buyers Ledger because the ledger 
we were using in our machines wasn’t good enough to send 


Now he has adopted it for all our forms because it has such 
wonderful printing and working qualities. 

I like its strength and firmness. It is so easy to handle. But 
most of all I like its crisp, clean appearance. 


BUYERS LEDGER 


A strong, moderate-priced paper for machine bookkeeping and statement work 


““‘Buyers”’ is the identifying trade-mark for this ledger paper; 
it is the mark of the paper maker, not the jobber, converter 
The mill holds itself responsible for the main- 
tenance of the “‘Buyers’’ standard in ledger paper. 


Any printer or stationer can supply Buyers Ledger 
in your work; it is distributed nationally. 


FREE TRIAL SHEETS ~— If you wish to experiment in your own office, 
without obligation whatsoever, send for 25 Trial Sheets of Buyers Ledg- 
er cut to 12x12 inches (standard package; if other size is desired please 
You decide whether Buyers Ledger will help your operators 


CHEMICAL PAPER MANUFACTURING CO. 


Holyoke, Massachusetts 
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haye been reduced by one-third and 
debt collections become easier than 
ever before. Grand Rapids has ex- 
perienced a marked increase of savings 
bank deposits. 

CrIME: Prohibition has all but 
emptied the county jail. The county 
farm has run down for lack of prison 
labor. The police force has been 
greatly reduced. 


Poverty: Visible signs of want or 
degradation are few. 
THE City: Citizens who spend 


more on themselves and their homes 
have become also liberal in their atti- 
tude to public expenditures. They 
demand good services and are willing 
to pay forthem. Bond issues for addi- 
tional municipal equipment have been 
approved by large majorities. 
PHILANTHROPY: Support of home 
charities and philanthropic agencies 
has broadened. The churches also 


| have participated in the general pros- 


perity. 

PuBLIC OPINION: From city offi- 
cials to housewives, from bank presi- 
dents to labor leaders, Grand Rapids 


| people back up pretty solidly in favor 
| of strict enforcement of prohibition. 
| Thetwo most noticeable effects of pro- 


hibition seem the change it has 
brought about in family life and the 
fact that the younger generation is 
growing up without a taste for alcohol. 

Mora. OutLook: The moral tone 
of the community is higher than ever 
before. Absence of worry has made 
for a general liberation of mental ener- 


| gies, as yet often idly employed in 








frivolous pursuits, but beginning to 
introduce into the life of the commu- 
nity a desire for finer enjoyments and 
spiritual emancipation. 

If the calculation is correct that the 
retail expenditure in the United 
States for liquor is about ten times the 
revenue paid to the government, on 
the basis of 1918, the American people 
have for investment in better food, 
better clothing, better houses, better 
schools, about $4,500,000,000 and they 
have further to invest in the business 
of happy living, the increased health, 
the decreased disease and illness due 
to the failure to consume liquor to the 
value of $4,500,000,000. 

The New York Sun for months in 
its editorial columns has been harping 
on the enormous, staggering burden of 
taxation which the war, or the way in 
which the war was managed, has im- 
posed on the American people. *“These 
taxes are monstrous, not to be borne, 
and from them relief must come, if 
life is to be worth living in these 
United States.’ Few will disagree with 
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Moral Effect 


The impression your savings depositors 
carry away is not temporary—it’s lasting. 
Above all it must include a feeling of 
security—a sense of protection—a knowl- 
edge that frauds are impossible. Inkless 
Finger Prints never fail to impress de- 
positors with this sense of security. It is 
the surest 


Means 


of positiveidentification—infallible. This 
method is clean, sanitary and pleasant— 
no ink or soiled fingers. It saves time 
and gives permanent 


INSURANCE 


Poor writers and ‘‘cross mark makers’’ 
appreciate Inkless Finger Print identifi- 
cation. It protects the depositor—your 
Teller—and you, Mr. Banker. 


Write Now! 


Bauder Identification Co. 
Astor Trust Building, New York 























If We Could Prove to You That 
Barshal Safe Deposit Boxes Pave 
the Way for More Profit from 
Safe Deposit Banking at Lowest 
Cost You Would Buy More Boxes 
Now, Wouldn’t You? 


Hundreds of 


We can prove it to you! 
banks which have installed Barshal Safe 
Deposit Boxes in Standard units to lessen 
the burden of unrented boxes will so 
testify. These banks buy Barshal Boxes, 
equipped with heavy Bessemer steel plate 


doors and Yale & Towne cast bronze 
locks, by the unit at lowest cost per box. 
Immediate shipment of standard units 
guaranteed. More factors of proofin our 
catalog. Write for copy. The Barsha! 
Safe Deposit Banking representative in 
your locality will call on request. 


The Barshal Line includes Metal 
Furniture, Steel Filing Equipment, 
Ornamental Iron and Bronze 
Work, Banking Room Fixtures. 


"HARSHA 


STEEL EQUIPMENT CO 
CLEVELAND O 


FARSHAL Security 
Safe Deposit Boxes 








| the statements of the Sun that taxes 








| sessed, and American products better 





should be reduced, that they ought to 
be reduced and probably no one who 
investigates our present system of 
taxation from an economic standpoint, 
will fail to come to the conclusion that 
the method of their imposition is 
about as unwise and unfortunate, and | 
makes the burden as hard to bear as | 
could be devised. Nevertheless, 
crushing as these taxes are and heav- 
ily as we labor under them, they 
amount to only 10 per cent more than 
the citizenship of the nation has cheer- | 
fully taxed itself for its liquor bill, 
consumption of which has been not 
merely not useful, but probably suf- 
ficient to do additional economic dam- 
age at least equal to twice the value 
of the liquor consumed. In 1918, 
$4,500,000,000 was spent for liquor 
and in 1919 and 1920 taxes are about 
$5,000,000,000. One bill is paid 
cheerfully and with huzzas. About 
the other, we writhe and groan and 
complain. One expense costs us a | 
damage at least twice its own value; 
the other was a necessary or in large 
part a necessary contribution to the 
winning of the greatest war in the 
world’s history. 

The glamour and intoxication of 
high wages are passing The time of 
two jobs for every worker has passed; 
obsequious employers no longer flatter 
the bluff workman to keep him from 
leaving; the country is coming to 
itself. When the transition period has 
advanced further, when the splendid 
American workman has cleared the 
cobwebs of false union philosophy 
from his brain and gets back to work 
on a basis where the world can again 
buy his products, he will not only be 
free from the megalomania which has 
reduced output so since 1917, but will 
have a sounder mind and sounder 
body than he has ever before pos- 





made, and better values, will go over 
the world for the use of mankind and 
the upbuilding of American industry. 

Producing vastly more when things 
get re-established, costs of all kinds 
will so work down that true wages, the 
goods which wages will buy, will be 
more than ever they have been, and 
gradually our standard of home com- 
forts and home happiness will in- 
crease and develop on a firm founda- 
tion of honest labor and intelligent 
study, rather than on the temporary 
basis of inordinate wages for imme- 
diate and too often inefficient effort 
brought about by the necessity of a 





world stripped of goods by five years | 
of war. ( 
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Bigger Sti 
1s Banks 


Now is the time for banks to render a 
public service to their communities and 
to theircustomers. Stimulate saving— 
stop the purchase of wildcat securities 
—keep closely in contact with your 
customers—reach out after new 
business with clean-cut, strong, direct 
advertising. 

You can print form letters, bulletins and notices 
—typewritten, handwritten, and illustrated — 


in your own office, without delay, almost with- 
out cost, with a 


ROTOSEALR 


Used by hundreds of banks. Easy to operate. 
It prints 50 to 75 copies a minute. We have 
many samples of bank letters and advertising 
matter— successful ideas that other banks are 
using with profit. We will gladly send copies 
of them on request. 





FREE TRIAL 


We will send the Rotospeed with 
complete equipment on free trial 
to any bank. Useit. Try itout. 
Compare it with any other dupli- 
cator at any price. It will save 
its cost before you have to de- 
cide whether you want to keep 
itornot. Mail the coupon for 
booklet, samples and further 
details of this free trial offer, 
Mail the coupon NOW. 












The Rotospeed Co. 


509 E. Third St. 
DAYTON, OHIO 


THE ROTOSPEED CO. 
509E. ThirdSt., Dayton, 0. 


Please send me, without obligation, 
details of your free trial offer, descriptive 
booklet and samples of work printed on 
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“T like aclean looking statement” 


Mr. Smith first bought Buyers Ledger because the ledger 
we were using in our machines wasn’t good enough to send 
to our customers. 

Now he has adopted it for all our forms because it has such 
wonderful printing and working qualities. 

I like its strength and firmness. It is so easy to handle. But 
most of all I like its crisp, clean appearance. 


BUYERS LEDGER_ 


A strong, moderate-priced paper for machine bookkeeping and statement work 


“‘Buyers’”’ is the identifying trade-mark for this ledger paper; 
it is the mark of the paper maker, not the jobber, converter 
or stationer. The mill holds itself responsible for the main- 
tenance of the “‘Buyers’’ standard in ledger paper. 


Any printer or stationer can supply Buyers Ledger 
in your work; it is distributed nationally. 


FREE TRIAL SHEETS -— If you wish to experiment in your own office, 
without obligation whatsoever, send for 25 Trial Sheets of Buyers Ledg- 
er cut to 12x12 inches (standard package; if other size is desired please 
specify). You decide whether Buyers Ledger will help your operators 
“get out the work.’’ 
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haye been reduced by one-third and 
debt collections become easier than 
ever before. Grand Rapids has ex- 
perienced a marked increase of savings 
bank deposits. 

CRIME: Prohibition has all but 
emptied the county jail. The county 
farm has run down for lack of prison 
labor. The police force has been 
greatly reduced. 

Poverty: Visible signs of want or 
degradation are few. 

THE City: Citizens who spend 
more on themselves and their homes 
have become also liberal in their atti- 
tude to .public expenditures. They 
demand good services and are willing 
to pay forthem. Bond issues for addi- 
tional municipal equipment have been 


| approved by large majorities. 


PHILANTHROPY: Support of home 
charities and philanthropic agencies 


| has broadened. The churches also 
| have participated in the general pros- 


perity. 
PuBLic OPINION: From city offi- 


| cials to housewives, from bank presi- 
| dents to labor leaders, Grand Rapids 
| people back up pretty solidly in favor 
_ of strict enforcement of prohibition. 


The two most noticeable effects of pro- 
hibition seem the change it has 
brought about in family life and the 
fact that the younger generation is 
growing up without a taste for alcohol. 

Morac OutLook: The moral tone 


_ of the community is higher than ever 








before. Absence of worry has made 
for a general liberation of mental ener- 
gies, as yet often idly employed in 
frivolous pursuits, but beginning to 
introduce into the life of the commu- 
nity a desire for finer enjoyments and 
spiritual emancipation. 

If the calculation is correct that the 
retail expenditure in the United 
States for liquor is about ten times the 
revenue paid to the government, on 
the basis of 1918, the American people 
have for investment in better food, 
better clothing, better houses, better 
schools, about $4,500,000,000 and they 
have further to invest in the business 
of happy living, the increased health, 
the decreased disease and illness due 
to the failure to consume liquor to the 
value of $4,500,000,000. 

The New York Sun for months in 
its editorial columns has been harping 
on the enormous, staggering burden of 
taxation which the war, or the way in 
which the war was managed, has im- 
posed on the American people. “These 
taxes are monstrous, not to be borne, 
and from them relief must come, if 
life is to be worth living in_ these 
United States." Few will disagree with 
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| Moral Effect 


The impression your savings depositors 
carry away is not temporary—it’s lasting. 
Above all it must include a feeling of 
security—a sense of protection—a knowl- 
edge that frauds are impossible. Inkless 
Finger Prints never fail to impress de- 
positors with this sense of security. It is 
the surest 

Means 
of positiveidentification—infallible. This 
method is clean, sanitary and pleasant— 
no ink or soiled fingers. It saves time 
and gives permanent 


INSURANCE 


Poor writers and “‘cross mark makers” 
appreciate Inkless Finger Print identifi- 
cation. It protects the depositor—your 
Teller—and you, Mr, Banker. 


Write Now! 


Bauder Identification Co. 
Astor Trust Building, New York 
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If We Could Prove to You That 
Barshal Safe Deposit Boxes Pave 
the Way for More Profit from 
Safe Deposit Banking at Lowest 
Cost You Would Buy More Boxes 
Now, Wouldn’t You? 


We can prove itto you! 
banks which have installed Barshal Safe 
Deposit Boxes in Standard units tolessen 
the burden of unrented boxes will so 
testify. These banks buy Barshal Boxes, 
equipped with heavy Bessemer steel plate 


Hundreds of 


doors and Yale & Towne cast bronze 


locks, by the unit at lowest cost per box. 
Immediate shipment of standard units 
guaranteed. More factors of proofin our 
catalog. Write for copy. The Barsha 
Safe Deposit Banking representative in 
your locality will call on request. 


The Barshal Line includes Metal 
Furniture, Steel Filing Equipment, 
Ornamental Iron and Bronze 
Work, Banking Room Fixtures. 


"BARSHA 


STEEL EQUIPMENT 
CLEVELAND O 


FARSHAL Security 
Safe Deposit Boxes 








the statements of the Sun that taxes 
should be reduced, that they ought to 
be reduced and probably no one who 
investigates our present system of 
taxation from an economic standpoint, 
will fail to come to the conclusion that 
the method of their imposition is 
about as unwise and unfortunate, and 
makes the burden as hard to bear as 
could be devised. Nevertheless, 
crushing as these taxes are and heav- 
ily as we labor under them, they 
amount to only 10 per cent more than 
the citizenship of the nation has cheer- 
fully taxed itself for its liquor bill, 
consumption of which has been not 
merely not useful, but probably suf- 
ficient to do additional economic dam- 
age at least equal to twice the value 
of the liquor consumed. In 1918, 
$4,500,000,000 was spent for liquor 
and in 1919 and 1920 taxes are about 
$5,000,000,000. One bill is paid 
cheerfully and with huzzas. About 
the other, we writhe and groan and 
complain. One expense costs us a 
damage at least twice its own value; 
the other was a necessary or in large 
part a necessary contribution to the 
winning of the greatest war in the 
world’s history. 

The glamour and intoxication of 
high wages are passing The time of 
two jobs for every worker has passed; 
obsequious employers no longer flatter 
the bluff workman to keep him from 
leaving; the country is coming to 
itself. When the transition period has 
advanced further, when the splendid 
American workman has cleared the 
cobwebs of false union philosophy 
from his brain and gets back to work 


| on a basis where the world can again 


buy his products, he will not only be 
free from the megalomania which has 
reduced output so since 1917, but will 
have a sounder mind and sounder 
body than he has ever before pos- 


_ sessed, and American products better 





made, and better values, will go over 
the world for the use of mankind and 
the upbuilding of American industry. 

Producing vastly more when things 
get re-established, costs of all kinds 
will so work down that true wages, the 
goods which wages will buy, will be 
more than ever they have been, and 
gradually our standard of home com- 
forts and home happiness will in- 
crease and develop on a firm founda- 


tion of honest labor and intelligent | 
study, rather than on the temporary 


basis of inordinate wages for imme- 
diate and too often inefficient effort 
brought about by the necessity of a 
world stripped of goods by five years 
of war. 
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Bi Bus! 

Now is the time for banks to render a 
public service to their communities and 
to their customers. Stimulate saving— 
stop the purchase of wildcat securities 
—keep closely in contact with your 
customers—reach out after new 


business with clean-cut, strong, direct 
advertising. 


You can print form letters, bulletins and notices 
—typewritten, handwritten, and illustrated — 
in your own Office, without delay, almost with- 
out cost, with a 


ROIOSfEER 


Used by hundreds of banks. Easy to operate. 
It prints 50 to 75 copies a minute. We have 
many samples of bank letters and advertising 
matter— successful ideas that other banks are 
using with profit. We will gladly send copies 
of them on request. 


FREE TRIAL 


We will send the Rotospeed with 
complete equipment on free trial 
to any bank. Useit. Try itout. 
Compare it with any other dupli- 
cator at any price. It will save 
its cost before you have to de- 
cide whether you want to keep 
itornot. Mail the coupon for 
booklet, samples and further 
details of this free trial offer. 
Mail the coupon NOW. 


| The Rotospeed Co. 


509 E. Third St. 
DAYTON, OHIO 
















THE ROTOSPEED CO. 
509 E. ThirdSt., Dayton, 0. 


Please send me, without obligation, 
details of your free trial offer, descriptive 
booklet and samples of work printed on 
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your 


Oplex Electric Signs 


T is not only the raised, 
snow-white, glass letters, 
but the true art of their 
design which has caused 
Flexlume Oplex Electric 
Signs to be chosen so often 
for beautiful bank buildings. 
An Oplex Sign adds to the 
architecture instead 
tracting from it. 


Let us send you a sketch 


showing an Oplex Sign for 
bank. 







of de- 





The Flexlume Sign Co. 


Electrical Advertising 
27 Kail Street, Buffalo, N.Y. 


Pacific Coast Distributors 


Electrical Products Corp. Flexlume Sign Co., itd, 
Los Angeles, Cal. 


Canadian Factory 


Toronto, Ont. 





























Printing 
from steel 


gets a better reception 


or statements depends not only on 
the printed or typewritten message, 
but also on the quality of paper used 
and the character of the printing on 


that paper. 


Printing from steel gives that dis- 


tinguished effect characteristic of 








engraving. 
It is especially effective for letter-heads, envelopes, 
statements and the like. 


We will gladly submit samples—and prices— 


on request. 


WILLIAM MANN COMPANY 


PHILADELPHIA 


FOUNDED IN 1848 


New York Offices: 261 Broadway 


THE PHILADELPHIA 
NATIONAL Bank has 
a most attractive steel- 
printed letter - head 
executed by us. This 
bank has used Mann 
products for more than 
thirty-five years. 
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THE BURROUGHS 


A Balance May Not 
Mean a Profit 


(Continued from page 5) 


| money, which would represent the 
| gross earnings of the account for us, 
| We must also note the amount re- 
| ceived for exchange. 

The cost of the account is not so 
simple a factor, but there are certain 
elements that must enter into it, and 
there are good, basic systems that can 
easily be adapted to the needs of any 
bank. Figures representing the cost 
of an account must include: The 
amount paid for collection of out-of- 
town checks; direct and indirect 
expense for handling the account; an 
item charge; and interest paid on 
the account. 

It is necessary here to cover these 
factors only in a general way, as 
detailed information for operation 
of a cost accounting system is avail- 
able in print from many sources. Nor 
need we describe the method of deter- 
mining collection expense, as these 
items are easily obtainable for each 
individual account. 

What we have referred to as 
‘“direct’’ expense is known as over- 
head and represents a fixed amount. 
It is expense incurred directly in han- 
dling the deposit accounts, the direct 
expense, for instance, incurred in the 
departments that handle accounts. 
It includes the salaries of officers 
supervising departments that handle 
deposit accounts; the salaries of tel- 
lers and bookkeepers; collection de- 
partmental expense; and miscellaneous 
costs for such items as stationery and 
books. The cost per account is ap- 
portioned by dividing the total figure 
by the number of accounts handled. 

Indirect expense includes such 
| amounts as cannot be directly applied 
to departments, but which are charge- 
able to deposit account expense. 
These amounts are prorated among 
all asset and liability accounts and the 
total deposit account expense is divid- 
_ed by the total amount of the depos- 
| its, a percentage basis being thereby 
obtained that can be applied to each 
deposit account. In addition to the 
direct and indirect expense there must 
also be considered a charge to cover 
equitably the cost of activity in any 
account and to penalize numerous 
transactions in direct ratio to their 
activity. For this purpose an item 
charge of from one cent to three cents 
is made for each item handled to cover 
the cost of handling “in” and “‘out” 
items (irrespective of clerks’ sala- 
ries, etc.). Finally the interest paid 




















CLEARING HOUSE 


out on the account by the bank is to 
be considered in the cost. 

The details of the methods used to 
segregate various items of expense 
that enter into a complete analysis of 
accounts need not be given here; they 
are adequately described in a bulletin 
on this subject issued by the Federal 
Reserve Board, and also can be ob- 
tained from other sources. Someone 
may claim that this is too much analy- 
sis, that it is so arbitrary and severe 
a tax as to constitute a barrier to 
business. All such a person can see 
is charge and expense and cost to the 
customer. 

We hear further that due to the 


charging of these accounts, one bank 


is closing about twenty-five accounts 
per day; another lost a $1,700 account 
because a friend was charged $1 as a 


“service fee; another is losing twenty | 
or more accounts per day. But what | 


matter if they are losing accounts? 
Good riddance! They would have 
to possess an abundance of attractive 
features to make up the losses they 
cause. “Return good for evil,” some- 
one said to Confucius, who imme- 
diately replied: “If I return good for 
evil, what then shall I return for 
good ?”" 

In the process of analysis, inactive 
accounts showing small balances are 
frequently encountered. Invariably 
they represent outstanding checks and 
are best transferred to a suspended 
balance ledger. One of the duties of 
the analysis division is to watch 
accounts which reopen more or less 
automatically with small amounts. 
They usually represent interest cred- 
its on accounts after they have been 
closed. The amount of these credits 
is of course forwarded to the customer 
with an appropriate letter. 

When an account is closed it is the 
signal for the analysis division to get 
busy and endeavor to find the reason. 

Accounts showing overdrafts are 
referred to the analysis division and 
an investigation is there made. If 
the investigation discloses frequent 
overdrafts and the account is an 
unsatisfactory one, there is but one 
method of procedure: its withdrawal 
should be requested. 

Accounts that borrow should be 
analyzed at stated intervals and the 
proportion of actual balances to actual 


loans should be ascertained as well as | 


any other information that is consid- 
ered desirable, such as affiliations, other 
accounts, accounts introduced, etc. 
In some instances special instruc- 
tions are issued concerning the interest 
rates on accounts when borrowing, and 
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OU have a list of addresses to write periodically. Why not let your 
stenographer stencil them into Elliott Address Cards? Then, whenrun 

through the “Addresserpress,” these cards will automatically transfer 
H| the addresses onto your circulars, statements, pay forms, labels, tags, etc., 
H| forever after;—each card being good for at least 10,000 impressions. 


There is an ‘‘Addresserpress”’ for every size and kind of list;—from our little $75 machine up to 
the big ones used by Sears, Roebuck & Company for their mailing list of 6,000,000 names. 


Write for our Booklet ‘* Addresserpressing”’ 
THE ELLIOTT COMPANY, 142 Albany St., Cambridge, Mass. 
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ELLIOTT ADDRESS-INDEX CARDS 


Are 4 as bulky, 44 as heavy, and 14 as costly as the metal address 
plates used in other addressing 
machines 





Elliott Cards are 
made of fibre — 
tough—durable— 
compact—light. 


Elliott Cards come in 
8 different colors, and 
with index tabs. They 
fulfill any card-index 
scheme, because—un- 
like metal address 
plates—you can write 
or print on their fibre 
frames. 


250 Cards fit in a tray 
13 inches long, and 
the total weight is less 
than 2 lbs. 


No Expensive Embossing Machine to buy! You can stencil an address 
into the Elliott Card with any standard typewriter 
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it should be the duty of the analysis 
department to see that those instruc- 
tions are carried out. The instructions 
are noted on the liability card and the 
method of control is as follows: 
From the loan department is received 
daily notice of all changes in loans. 
These changes are recorded on the 
liability card or liability column on the 
average balance card and if the card 
indicates special instructions regarding 
balances, the bookkeeping and auditing 
departments are notified accordingly. 
In forwarding this information on, 
a form is used showing the name 
and address of customers and stating 
that: “A loan has been made to a 


certain account and that therefore, 
in accordance with instructions, 
interest is not to be paid from. . (date) 
. until further notice from the analy- 
sis department, also a form with the 
name and address and stating: “The 
loan made to this account has been 
paid and, therefore, interest is to be 
credited from ..(date) ..until further 
notice from the analysis department ;” 
and one with the name and address 
and stating: “Instructions concerning 
the above account read that we are to 
carry a free balance of ..(amount).. 
effective from. .(date)... Please see 
that interest is allowed only on 
accounts in excess of that balance.” 





BYRON WESTON COMPANY 








JOONEAN TED GER 


“‘T T IS an important item of our standardized equip- 

ment,’ said a prominent bank official; and that 

is the way Byron Weston’s TypocounT Paper is 
regarded in thousands of similar institutions. 


Wherever machine bookkeeping is operative in high 
grade offices, TypocounT is needed. 
paper ever made for this work, and has never been 
equaled for strength and that peculiar stiffness which 
keeps the sheets upright in the file binder. 


Use the heavy weight TypocounT for ledger sheets, 


and the light weight for statements. 


Ask for a Sample Book and 
a Packet of Test Sheets 


Byron Weston Company 


DALTON, MASSACHUSETTS 
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It is the first 
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THE BURROUGHS 


In this way the analysis department 
often can prevent a loss of interest 
to the company. 

In the past many banks and trust 
companies themselves absorbed the 
expense of imprinting the name of the 
depositor on his checks. Today the 
best banking practice demands that 
an account be analyzed to determine 
whether or not an account warrants 
the company in paying this expense 
itself, and if it is not warranted the 
depositor is expected to assume it. 

New accounts and new loans are 
also investigated by your modem 
bank's analysis department and the 
officer opening the account or making 
the loan is consulted for whatever 
information he may have regarding 
them. On the _ information thus 
gained is based any later additional 
investigations that are desired. The 
analysis department also compiles 
weekly reports of such items as 
secured and unsecured loans, and a 
report of all accounts with a liability 
exceeding certain specified figures. 

While analysis work is of such 
nature that it is practically unknown 
to the average clerk, it is of the 
utmost importance to the executives. 

In conclusion, what have _ been 
aptly called the five searchlights of 
analysis may be here mentioned: 

1. Transit time deductions. 
Exchange costs. 

Reserve requirements. 
Interest paid on the account. 
Operational cost. 

I doubt not there shall come a time 
—and that within the lives of most of 
the present readers of this magazine — 
when, however improbable it may 
seem to them now, the analysis 
department will be considered fully as 
essential to a bank as mechanical 


mn e W Wwe 


| equipment is today. 


The First Savings Bank 


HE first saving bank in America 

was opened in Boston 104 years 

| ago, Dec. 13, 1816. In the same 
| year an institution called the Phila- 
| delphia Savings Fund Society was 
| established. The third institution of 
this kind in America was founded in 
New York in 1819. The first regular 
savings bank was established in Ham- 
burg in 1778 and the second at Berne, 

| Switzerland, in 1787. The oldest sav- 
| ings bank in the world is in Zurich, 
| Switzerland, and is now in its 117th 
year. The first regular savings bank 
in Great Britain was opened in Edin- 
burgh 107 years age. — Chicago Journal. 
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CLEARING HOUSE 


When Country Banks 
Saved the Day 


(Continued from page 14) 


banks who put the thing across. If 
it had not been for them, we would 
have had to stop payments. 

“Many of these banks subscribed 
for $10,000 and more in certificates. 
To a small bank, that is a good bit, 
especially when it has to take a loss of 
2 or 3 per cent. Almost invariably, 
the country banks charged the men 
nothing, but were glad to have the 
opportunity to do the favor. 

“That's real service, and it came at 
a time when the men were pretty 
much discouraged. They didn't 
know whether they were going to get 
their bonuses or not. Many of them, 
too, were in actual need of the money. 

“After the country banks started 
the ball rolling, several of the big city 
banks took the thing up. The Wells- 
Dickey Trust Company bought 
$1,265,000 worth of the certificates 
for its St. Paul and Minneapolis 
offices, and the Merchants Trust and 
Savings Bank, St. Paul, co-operating 
with the Wells-Dickey Company, took 
another large block, $385,000. The 
Wells-Dickey Company also made 
purchases for many country banks. 

“The big city banks were in a 
slightly different position than the 
country banks, however. With the 
country bank, the personal element 
naturally was greater. In the small 
town, everybody knew the banker, 
and when the banker be-friended the 
returned soldier, he might expect the 
soldier to become a depositor in re- 
turn. 

“With the big city banks, however, 
this possibility seemed more remote. 
Also, to enter upon the project on the 
larger scale required a different plan. 
Several of the banks hit upon the idea 
of charging the soldier just enough to 
make up the market discount on the 
certificates. The soldiers were glad 
to pay this small charge, rather than 
Wait six months or a year for their 
bonus, and the banks performed a 
real service.”’ 

The Merchants Trust and Savings 








Bank, St. Paul, and the Wells-Dickey | 


Company, solved the problem this 
way. They charged the soldier $3.75 
a hundred, which just made up the 
discount of $2.25 and paid for the 
actual cost of handling the certificates. 
Then, they ran advertisements in the 
newspapers, outlining the plan, and 
agreeing to purchase certificates to 
pay the bonuses of any men who 
might apply. Many banks had made 
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“Our 3 3 FAULTLESS 


Machine Posting Binders 
Save Us Lots of Time” 
pt RE gy Ee iy 


—so said an official of one of the largest 
banks in the country. After an exhaustive 
search, the FAULTLESS Turning Post 
Sheets cannot slip. There ; ; ; 
in chases & todaeh Gaear Binders were selected as the ideal equip- 
sion for easy manipulation Ment to meet their break-neck-speed con- 
of sheets. Adjustable and “4: : 
detachable ratchet stands. ditions with perfect ease. 


STATIONERS LOOSE LEAF CO., Chicago, Milwaukee, New York 


Write for 
Circular T. P. B. 


UMA 












¥ 
“NON-SLIP” 
POSTS 




















1 | Sold To Only One 
Concern in Each City 


Will it build good will for your bank in 1922? 


This calendar is by far the most popular | 
ever distributed among farmers and every | 
copy given out is hung up and referred to | 
daily because it contains more useful infor- 
mation of daily interest than any other 
calendar. 


| The American Almanac Calendar 
| 


Commercial National Bank 
| Raleigh, North Carolina 
| Re sources: Seven Million Dollars 


Conservative in hentia fast to 
those financial principles which 
experience has proven sound 


1922 Samay 192 
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fal. 
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The advertisement of your bank is printed | 
at the top of each page in green ink with the | 
rest of the calendar—the dates and rules— | 
printed in red and black. Each sheet hasa_ | 
number of spaces in which no dates appear | 
and this space is also available for a special | 
advertisement each month, also printed in | 
green ink to insure a maximum of attentior- 
getting value. 




















Let us tell you more about the American 
Almanac Calendar and the experiences of 
some of the banks now using it. 



































Sign and mail the coupon today. 


SF Do Not Teer off, but Turn Leaves Over “We 





The full calendar consists of 16 pages—12 for 
the calendar dates and 4 for farmer’s records— 
Stock Breeding, Stock Sales, Daily Production 
Records of Poultry, Eggs, Butter, Cream and 
other farm products, 

Shows Holidays (church and civil), Weather 


| 
American Calendar Company 
Greeneville, Tenn. 

Please send, without obligation to me, full in- | 
formation and prices for the exclusive use of the | 
American Almanac Calendar in this city for the | 


! 
! 
! 
! 
! 
! 
! 
! 
! 
! 
! 

for computing interest, Zodiac signs, Eclipses, } 
! 
! 
! 
1 
! 
! 
i 
! 
! 
' 


Forecasts for every day in the year, various tables year 1922. 
Parcel Post Rates, Memorandum and Income Tax Name --.....---..---------- oe---- 
Records and other interesting information. 
e GREED cine > spend eene doo ake eh mute b-bd 
American Calendar Co. 
Greeneville, Tenn. City--- 3 -- --- State. | 
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Your 
Customers 


Need | 


“A-B-A Getz, Cheques 








7. you sell A-B-A 


Cheques to a customer 
intending to travel in this 
country or abroad, you are 
rendering a service that the 
customer will appreciate. 


A-B-A Cheques supply the 
vital need of travelers for a 
universally accepted form of 
funds that is safe and con- 
venient —“‘the best funds 


for travelers.” 


Issued in denominations of $10, $20, $50, 
and $100. Bankers supplied with all 
necessary selling equipment, including neat 
packet cases for purchasers to carry their 
cheques in. 


Write for particulars and 
literature to 


BANKERS TRUST COMPANY 
New York City 














Bankers’ 
Letterheads 
Beautifully 
Lithographed 


Only 


and 2000 half - Letterheads } $13.75 
3000 total for lot 


1500 large & 1000 1-2 Ltrhds . $13.75 
4000 1-2 size Letterheads . . $13.75 
5000 large Letterheads .. . . $23.75 


CUSTOMERS FROM Lithographed on Good Bond 
MAINE TO CALIFORNIA Paper. Write for Samples. 


KAY-DEE LITHOGRAPHING CO., 750 Teutonia Ave. Milwaukee, Wis. 


\\ BOOK Bs 

mae" BANKING 
Tells how you can prepare to take 

the cashier's place by studying at 

home in spare time. Send for copy at once. 

Edgar G. Alcorn, President 

AMERICAN SCHOOL OF BANKING 

37 McLene Building COLUMBUS, OHIO 
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1000 large Letterheads 














their designations from their own 
lists without this general invitation. 

The Wells-Dickey Company was 
the biggest single purchaser of the 
certificates. 


‘In some form or other we financed | 


the payment of $2,500,000 in bonuses, ” 
A. J. Edwards of the Wells-Dickey 
Company explained. ““We did this 
in three ways. We bought the 
certificates and designated payment 
to the men who applied to us directly 


| from St. Paul and Minneapolis, or 


wrote in from points out in the state. 
Directly this way, we provided funds 
for the payment of 6,000 bonuses. 





“Also we bought large sums for | 
banks out in the state, the purchases | 


being charged to our account. 
bought $611,000 for banks in this 
way. In addition to this, the St. 
Paul ‘office co-operated in the project 
with the Merchants Trust and Sav- 


We | 


ings Bank of that city, which bought | 


more than $380,000. 

“Afterwards we bought certificates 
from many of the country banks 
which had made purchases in behalf 
of the men in their communities. 
Altogether, we co-operated with more 
than 300 banks of the state in the 
venture, and did a combined business 
of $2,500,000 in bonus financing, all 
at cost to the service man. And we 
think it has been worth while.” 

The Lincoln Trust and Savings 
Bank, Minneapolis, had another plan. 
It evolved an investment program for 
the soldiers, whereby their bonuses, 
paid at par, were placed in other 
securities. Other city banks had 
other plans, though not many of them 
extended a general invitation through 
advertisements in the papers. Some 
of che banks preferred to operate the 
venture as a little surprise party. 
They bought certificates and sent in 
the names of soldiers, without con- 
sulting the soldiers. In a few days, 
bonus checks turned up in the mail of 
the soldiers after they had almost 
given up hope. 

But it was the little home bank that 
put the project across and saved the 
day for Minnesota soldiers, according 
to Mr. Desmond. 


Honorable Mention for 
Merit 

NDER the heading “Honorable 

Mention,” The Guaranty News, 
published by the Guaranty Trust 
Company, New York, prints the 
names of employees who have per- 
formed some assigned work during 
the current month in such a manner 
as to merit special mention. 
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sr. &. S. Taylor, 
‘wion Savings Systems Co., 
Lancaster, Fa. 


Secretary, 


Dear Sir:-- 


we instailec your note register system | 
in our dank on May 17th 1917, and it gives us grea: 
pleasure to state that we are highly pleased with 
this system. 


This is the best note cegister system 
that we know of at this time te have used a good 
many systems but have never used one as satisfactory 
as yours, It certainly saves a good deal of time and 
gives a most complete record of each and every note, 
also a very complete record of maxer's and endorser's 
liability. 


It is with pleasure that we recommend the 
Union Savings Note Pegister System. 


AK Jai U | 


_ 











“It certainly saves a good deal 
of time and gives a most complete 
record of each and every note.”’ 


The Verdict 

of the Peoples Bank 

and Trust Company, of 
Chase City, Va. 

These features alone make the installa- 

tion of the One Operation Note Register 

a paying investment for any institution, 

large or small, but the time saving and 

the perfection of recording in one type- 

written operation are but a few of the 

many features that are making this 


system indispensable to hundreds of 
Banks throughout the United States. 


The 
One Operation 
Note Register 


—Cuts Operating Costs 
—Eliminates Errors 
—Saves Time 

—Keeps Customers 


The Absolute satisfaction resulting from 
its use not only means much to the 
Bank as a time and labor saver, but 
the absence of even minor errors means 
Absolutely satisfied clients. 

Write For Our Booklet Today! 


We send it free to any Bank 
or Banker for the asking 


The Union Savings 
Systems Company 


‘*Good Things for Banks’’ 
Lancaster, Pennsylvania 


Canadian Distributors: 
Business Systems Ltd., Toronto, Canada 
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CLEARING HOUSE 


“Yes’’ or “No” Paper for 
Re-discount 


(Continued from page 12) 


ment. And until it was driven home 
to him that only by obtaining these 
would he be able to renew his maturing 
notes, we had hard sledding. Likewise 
we discovered that most of the factors 
themselves had no idea of what a good 
statement was and often could barely 
get together enough eligible paper to 
cover their maturing notes. We here 


found opportunity to place at their | 


disposal the services of our Credit 
Department in order that they could 
better obtain the right kind of notes 
and satisfactory statements from the 
planters. 

But, being suddenly deluged with a 
class of statement (agricultural indi- 
vidual) which before had been a 
rarity in our files, we learned another 
thing about Federal Reserve's method 
of analysis. We found that when 
a valuation was placed on growing 
crops and included in the statement 
as an asset, Federal Reserve omitted 
it entirely from their figures and gave 
it no value whatever, reasoning that 


several things might wipe out the full | 


crop and that it could not be consid- 
ered an asset until it was harvested. 
Likewise, they do not consider share 
rentals as a liability, assuming that 


since such a rent is a certain share of | 


the crop, if the crop should be wiped 
out there would be no rent to pay, and 


the growing crop not being regarded | 


as an asset, the share of it could not 


be regarded as a liability. Further- | 


more, farming implements were classed 
as a fixed asset on all agricultural 
statements by Federal Reserve. 

Agricultural paper has been given 
preference by Federal Reserve on the 
assumption that it would be paid at 
maturity in the autumn and renewals 
will not be sought; consequently a 
farmer's or planter’s statement is not 
required to show any large excess of 
quick assets over current liabilities 
and if the statement shows the planter 
to be the owner of his farm, the ratio 
required is even smaller than if he is 
merely a renter or share-cropper. 

It is frequently possible to make 


non-eligible paper acceptable with the | 


Federal Reserve Bank. Let us 
assume that a cotton factor applies for 
a loan and offers as security sundry 
notes from his planter customers. 
With these notes he furnishes finan- 
cial statements from these same 
planters but on analysis the statements 
are found to fall short of Federal 
Reserve requirements. The cotton 
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A Volume of Valuable Information 


The new census edition of Cram’s Modern Reference Atlas is a veritable 
storehouse of valuable information. It gives you the accurate answer to 
practically all questions of geographical information and commercial 
statistics. The location and population of towns—the distance between 
cities—the quickest routes of communication and travel—the latest 
postal, cable and telegraph information—these are only a few of the 
many items covered in this new 1921 edition. 


CRAMS MODERN 
REFERENCE ATLAS 


New world maps, showing all changes made by the war. Large double- 
page maps of the states and large cities ofthe U.S. Descriptive Gazetteer 
of each state and foreign country, all rewritten and brought down to the 
present day. Completely indexed. All statistical tables compiled from 
1920 census. 
Price $19.50, prepaid anywhere in the U. S. 
Descriptive circular, with sample maps, sent on request. 


THE GEORGE F. CRAM COMPANY 


Atlas Headquarters. Established 1867. 











Size 12x15 f > ., 496 - 
ize 12x15 inches, weight 19 ts. 44 Pama 


nearly 300 pages of maps, 





113 N. Market St., CHICAGO. 





119 Nassau St., NEW YORK. indexed. Prixeet MR 


paper--bound in buckram 




















Are the leading banks in practically 
every state using our home savings 
banks? Why do we sell more home 
banks than all other manufacturers, 
combined? 


BECAUSE 


Our home banks have been proven, by fifteen 
years’ test in service, to be: (1) the most 
reliable in structure, (2) the most practical in 
design, (3) the most attractive in appearance. 
They are the most popular with depositors 
and the most productive of new accounts and 
deposits. 


AVOID 
Inferior home safes and safes of freak novelty 
type; they are no credit to a bank—a waste 


of time, money and opportunity. Experience 
has proven this. 





———Jan._ 22, 1921 


5674 Banks 


In over 3,000 cities and towns, representing 
every state, are using our modern home 
safes; and the number is increasing daily. 











STYLES OF HOME SAFES 


30 Now Made By Us 30 
16 RECORDING 14 NON-RECORDING 


| SIX STYLES FOR FOREIGN USE | 


In addition to our famous recording safes, we 
make more BOX SAFES than all other manu- 
facturers combined. Our BOX SAFES are 
of modern design and structure. 


Our Home Safes are a PROFITABLE 


INVESTMENT — Not an Expense 


This is proven by the fact that banks which 
adopt them continue to use them permanently, 
ordering additional supplies from month to 
month and year to year. 


The Automatic Recording Safe Co. 
Manufacturers of ALL styles of Home Banks 
CHICAGO, U.S.A. 








(ESTABLISHED 20 YEARS) 
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SAVE THE EYES 


by dened is so important to the eyes as a proper working light. 
best because Nature has made it perfect in quality and diffusion. 


You can now have electric daylight on every desk or machine with Emeralite 
and the new 


DAYLIGHT ATTACHMENT 


which converts ordinary electric lights into soft eye-saving daylight that increases 
visibility and prevents eye-strain. 


Daylight 


Seno For Booxtet Itiustratinc Over 50 Dirrerent 
EMERALITES For Every Reapinc Anp Writinc NEEb. 


H. G. MCFADDIN & CO. 
40 Warren St., New York City . 


Sold by office 
supply and 
electrical 
dealers. 


Makers of Lighting 
Devices since 





= EMERA LITE «: 





NATIC ONAL 
JESK LAMP 














Saves Time for Busy Bankers 


_« * 2 = wee 






Separate compartments for 
listed and unlisted items — 


1. For checks not listed. 

2. For checks listed. 

3. For deposit tickets not 
listed. 

4. For deposit tickets 
listed. 


The faster the left hand turns up the items the faster you can list them. 


Every minute and every motion can be made to count if you use a Coleman Time- 
Saver Check and Deposit Tray. 

The ideal way to keep checks or deposit slips arranged in convenient order to facilitate 
listing or posting. Enables the operator to save many minutes of valuable time each 
day, and to avoid dropping or confusing items handled. No delay for tellers or clerks; 
the left hand turns up items as fast as the right hand lists them. Apply the principle 
of the currency drawer to your bookkeeping methods. 


Thousands of banks all over the country use Coleman Time-Saver 
Check and Deposit Trays. Many large banks have equipped all 
machines. No bank too small to use profitably. 


IMMEDIATE DELIVERY FOR A LIMITED PERIOD 


Price $9.85 f. 0. b. Detroit, Mich. 


Coleman Time-Saver Company 


1014 Dime Bank Building DETROIT, MICH. 
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factor’s own statement shows a very 
large amount of bills payable—five or 
six times the net worth—and has 
never been a satisfactory basis for 
offerings, but one of the partners of 
the factor firm is a man of means and 
his statement is both satisfactory and 
desirable at Federal Reserve. So we 
ask him to indorse these sundry notes 
offered as collateral. Then, with his 
individual indorsement, the indorse- 
ment of his firm of cotton factors, our 
bank's indorsement and the planter’s 
name on the paper, we can re-discount 


| this paper with the Federal Reserve 


Bank. Not much chance for Federal 
Reserve to lose on that kind of trans- 
action, is there? And that is the 
guiding idea in all of its analysis of 
offerings—to make the security too 
large and too sure to permit a loss— 


| and | have been told that in our Re- 


serve district, the Federal Reserve 
Bank has suffered only one loss since 


| organization, and this one was on 


forged papers and a double set of 
books. 


Bank Advertising for 
These Times 


(Continued from page 19) 

accounts with us while they were here. 
If this seems desirable to you we will 
be glad toserve you. We understand 
such an account would be for your 
convenience and you need have no 
hesitancy about opening for a small 
amount nor need you be concerned 
about maintaining a sizable balance. 

“Our only thought is to do all we 
can to make it pleasant for you while 
you are here and to relieve you of as 
many petty annoyances as possible. 
We will feel amply repaid if, when 
you go home, you can say to your 
local banker that you found an 
Indianapolis bank that made you feel 
almost like you had brought your 


| own bank with you.” 





Regarding it E. W. Short, assistant 
treasurer, writes me: 

“We are enclosing a copy of letter 
sent to each of the members of the 
Indiana State Legislature, prior to 


| the meeting of that body. A number 


of the letters were acknowledged, the 
recipients expressing their intention 
of opening temporary accounts with 
us. Others simply forwarded their 
signature.” 


T the National Business Show held 
recently at the Grand Central 
Palace, New York, the United States 
Mortgage and Trust Company, New 
York, had a little booth and distrib- 


uted advertising literature from it. 
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CLEARING HOUSE 


Enter, the Agricultural 
Department 


(Continued from page 17) 


held at North Lake, Wisconsin, that 
Central Oregon felt it could well 
emulate this splendid example. The 
Agricultural Department interested 
the other banks of Crook and Des- 
chutes Counties, and arranged a pro- 
gram for the First Annual Central 
Oregon Banker-Farmer Mixer. It was 
held on a pretty island in the Des- 
chutes River and some 1,200 bankers 
and farmers “mixed” to their heart's 
content. A number of excellent 
speakers addressed the assembly and 
everyone went home feeling that the 
affair should be made an annual event. 
The size of the crowd was of especial 
interest when it was learned that the 
total number of farmers in Crook 
and Deschutes Counties number only 
about 1,200. 

Banks everywhere are putting out 
house organs. Some of these splendid 
little papers are full of good reading 
matter and valuable information as 
well. Very few, however, are putting 
out a paper devoted primarily to the 
farmers’ interests. The First Na- 
tional Bank News which is published 
monthly carries a For Sale and Ex- 
change section where ads may be run 
gratis. That this feature is well used 
is indicated by the fact that over 
$600,000 worth of live stock and farm 
products have changed hands through 
its columns. The articles are chiefly 
on agricultural topics and timely 
interest news.. Frequently farmers 
themselves contribute articles to the 
little paper. For example, the Christ- 
mas issue contained articles on Short- 
horn cattle, sunflowers, silos, sheep, 
etc., all written by farmers themselves. 
If, by any oversight, a farmer fails to 
get his copy of the News, not many 
days pass before the bank is advised 
of the fact. 

In the bank lobby stands a bulletin 
board. On it are listed bulletins of 
immediate agricultural importance. 
The live stock market quotations from 
Omaha, Chicago, Kansas City, Den- 
ver and Portland are posted here daily 
during the shipping season. In this 
connection, it is interesting to note 
that this year the department ob- 
tained outside buyers who paid 94% 
cents a pound for lambs when the 
highest price being paid locally was 
9 cents. The bank disposed of some 
1,000 lambs at the higher figure. 

Every agricultural department per- 
forms countless miscellaneous serv- 
ices. Farmers and their wives visit 
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April 18, 1916 | 


Handy | 
, my fm Check Tray 


: Made of Birch— 
Finished in Mahogany 

If you have a posting machine the Handy 

Check Tray is essential. Its users could 


hardly do without it. Nothing can take | 
its place. Through the use of this Tray posting is made convenient. Checks are placed in the first | 
| 























compartment to the left and after posting are transferred to the second. Deposit slips are placed in 
one of the right-hand compartments, posted and transferred to the other. 


No danger of checks and deposit slips becoming confused or mixed with other papers or falling to the 


floor. The Handy Check Tray is neat in design, light, durable, and fits nicely on the leaf of your 
posting machine stand. 


Price $10.00 f. 0. b. Bucyrus 


Bucyrus Check Tray Company, Buyzs: Chie 


Box 205 






























































Stimulates Pride 
and Production 


BCONOMIC Ledger may be much handled 

and still retain its fresh, crisp appearance. 
Therefore it helps create a desire for neatness 
and indirectly a striving toward accuracy in 
the employees who work with it. 


Mistakes are usually costly and bothersome. 
The use of Economic Ledger helps build up 
among your machine operators a pride in 
their work which goes far to eliminate care- 
lessness. 


Economic Ledger works fast and sure in the 
machine. It is free from the curling habit. 
Then too. it has a slightly dull surface which 
is restful to the operator’s eyes. It takes a 
perfect impression. 


Any stationer or printer can supply it in 
your printed forms, either for office work or 
mailing pieces, such as pricelists and bulletins. 
The name of the paper and the maker’s trade- 
mark are water-marked into the sheet. 


Send for test sheets. 


CROCKER-MCELWAIN COMPANY +35 
Holyoke, Mass. 
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It Prints As Well 
As Addresses 


You can readily see the advantages of these 


features. Small business forms, post card notices 
and hurry-up messages are cut on the Samco 
flexible typewriter stencils in your own office. 
Your stenographer does the work. The forms are 
run off on the 


Standard Addressing Machine 


by your office boy—at the rate of 1000 to 2000 
pieces an hour. Your stenographer cuts your 
mailing-list addresses on the Samco-flexible type- 
writer stencils, and as soon as a new name is 
added or change made to your list, the stencil is 
made. Thereis no delay or necessity for sending 
to a distant city for stencils. 


Send for literature—tells in detail all about 
the “Standard.” 


Saves Time Heading Statements 


Unequaled for heading statements and 
innumerable other jobsin banking and 
counting offices. No stencil attach- 
ments required—stencils made on your 
own typewriter It is unnecessary to 
send mailing lists out of your office. 


Good territory open for responsible Dealers 


SMART ADDRESSING MACHINE CORP. 


Dept. 50-C, Main and Goodell Sts., Buffalo, N. Y. 


NEW YORK OFFICE, 100 WILLIAM STREET 























Absolute Time Records 


Know to the minute when work is started 
and finished; when orders are received 
and delivered; when letters are received 
and answered. 

Kastens Time Stamps cost little, are 
built for long service, and work quickly, 
smoothly and accurately. 


Send for catalogue showing 
various styles with prices. 


s, 421-425 W. 27th St., New York, N.Y. 


















supplies for typewriters, multigraphs, mimeographs, 
addressing machines, etc., are made from the best 
of materials and with the greatest care. 

Our direct to the consumer prices will save 
you money. 

Send for Our Latest Price List. 

We also manufacture machines for re-inking type- 
writer and multigraph ribbons. 


SHALLCROSS CO. yf" Cre73 


PHILADELPHIA, PA. 























BANK ADVERTISING 
| EXPERIENCE 


By T. D. MacGregor 


A\375-page book in which the author illus- 
trates and analyzes hundreds of successful 
bank and trust company advertisements— 
together with others not so successful. 

A clearly written, easily understood book that 
should be on the desk of everyone interested in 
financial advertising. $2.00. 

Sent on approval to banks and trust com- 
panies. rite for your copy today. 


The Burroughs Clearing House 
Detroit, Michigan 
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SECTION 





the department for advice and infor- 
mation on a variety of subjects, the 
range of which would startle the 
uninitiated. During May, 1919, 713 
farmers visited the department during 
some twenty-five days in quest of 
information or assistance on agricul- 
tural problems. This should convince 
the skeptical banker that if the right 
kind of agricultural department is 
established, in charge of the right 
man, farmers will not hesitate to make 
use of it. 

No live agricultural department 
should have any idle hours, but, if it 
does, this time can well be spent in 
making a farm survey of every farm 
in the county. At Bend, a farm sur- 


| vey form has been evolved which, 


while not perfect, is of great assistance 


| in passing on the credit of applicants 





for loans. 

These blanks, when obtained and 
filed for every farm in the county, give 
a complete agricultural survey of the 
community that will be found of 
invaluable assistance on numerous 
occasions. 

The scope and limits of the agricul- 
tural department depend entirely 
upon the man in charge. The work 
can be built up and extended in size 
in exact proportion to the effort put 
into it. Occasionally, one hears 
murmurs to the effect that the work 
will conflict with that of the county 
agricultural agents. Nothing was 
ever further from the truth. There is 
plenty of work for both to do and 
there are times when co-operation 
between the two can be carried on to 


_ good advantage. 





In the average county there is 
usually too much for the county agent 
to accomplish and he can, perhaps, 


give only slight assistance to prob- | 


lems on which the bank wishes to put 
considerable effort. The bank also 
needs an officer of its own to represent 
it in agricultural circles and to pass 
with unbiased, conservative judg- 
ment on many loaning propositions 
put up by the agricultural agent. 
The bank's interests are also much 
better served and protected than 
could possibly be brought about by a 
public servant. It is our opinion that 
the fields of the two do not conflict 
in the least and that there is plenty to 
be done by both agencies. 

After all, the ultimate aim is the 
betterment of agriculture and the 
more forces operating to bring this 
about, the better. There has been no 
conflict in a number of cases under 
observation; in fact, the utmost 
harmony prevails and there should be 
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CONVERTING 
COLLECTIONS 
INTO CASH 


The best collection system is that 
which converts time items into 
RESERVE in the “ast time at 


the Jwest cost. 


We reach all points in the 
Third Federal Reserve 
District as well as the prin- 
cipal cities and towns in the 
United States direct. No 
loss of time in receiving remit- 
tances or advices of credit. 


We have private telephone 
lines to our local telegraph 
office and into New York 
City—No delay in making 
telegraphic transfers. 


We operate our Transit 
Department twenty-four 
hours each day. AZail matter 
addressed to us or by us wastes 
no time in the Post Office. 


All items handled at par for cor- 
respondents. No charge for tele- 
graphic transfers of funds. 


PHILADELPHIA 
NATIONAL 


PHILADELPHIA, PA. 























BANKERS 


CONSTRUCTION CO. 
DENVER, COLO. 


ARCHITECTS ENGINEERS 
AND BUILDERS OF BANK 
BUILDINGS AND EQUIP- 
MENT EXCLUSIVELY 


AT A PREDETERMINED AND GUARANTEED 
ESTIMATE OF COST, THIS ORGANIZATION 
EXECUTES CONTRACTS AND PROVIDES 
A COMPLETE SERVICE WITH UNDIVIDED 
RESPONSIBILITIES. 


Inquiries Invited 











Rasta =" lh a Oe 2S 





no ' 
are 


dep 
con 


agr 
wes 
stré 
is r 
yea 
art 
anc 


eo we 


So. &. 2. mm 





| | 














CLEARING HOUSE 


no conflict where the men concerned 
are of the right type. 

It is our belief that the agricultural 
department of the country bank has 
come to stay. There is a real need for 
it. The banker of today realizes that 
agriculture is the corner stone of all 
wealth and the basis of our national 
strength. The product of our farms 
is new wealth, reproducing itself from 
year to year, which, flowing into the 
arteries of trade, stimulates business 
and promotes prosperity. 


Smooth Work 


(Continued from page 7) 


“They get away?’ he asked, suc- 


cessfully keeping the shake out of his | 


voice. 

“Here's one of ‘em comin’ now,” 
came the wiry voice of Lem Perkins 
from the edge of the crowd. 

It was the one in the automobile. 
He drew to the curb but didn’t get 
out. “Were the women saved?” he 
wanted to know in a hushed voice. 

“Who are you?” jerked out John 
grimly. 


“I’m the new bank examiner,” | 


stated the stranger. 
John stood stock-still and stared. 


“What was you reaching for under | 


your coat?” 

“My credentials.” 

John turned his head. Director 
Clutchbill was elbowing his way up 
to him. 

“It worked, all right,” said John 
simply. 


The Telegram Idea 


HEN it opened its East Side 

Branch recently, the Utica 
(N. Y.) Trust and Deposit Company 
used the telegram announcement idea. 
Regarding it, C. W. Hitchcock, assist- 
ant to the president, wrote: 

“Among other forms of publicity | 
used in opening the East Side Branch 
was a telegram service. We had mes- 
senger boys deliver more than 4,000 
telegrams to a selected list and it 
brought us wonderful results.’ 

The telegram read as follows: 

“The East Side Branch of the 
Utica Trust & Deposit Company at 
706 Bleecker Street, corner Albany, 
opens tomorrow, Saturday at9:00 a.m. 
One dollar will start a 4 per cent 
interest account. This is your neigh- 
borhood bank conveniently located 
and at your service. Don't let this 


day pass by without starting an ac- 
count with us.” 




































Thirty-five 
RE OA SO CMP NS a 
5 es an = 
3 TT SERAT 5 ae . 
w VENETIAN BLINDS sa = 
= v \ | PLP LE TAL | SER aES, . } 
S Better Equi : = 
* etter quipment a: ; s 
= for Your Bank’s = yl * 
= Wind a => 
- InagaoWS a i= | 
3 1 © (eile 
- These blinds are made for : le L iw 
= all types and sizes of bank 3 be. : = = ; 4 
% windows. = ; & == 4 
= ‘ bel — + a 
= March winds will soon be : 4 
+ destroying your awnings. ss = 
2 Why not replace them with mi ca 
= ; a oe 
te a permanent and more satis- i a 
wa . ea wy 
4 factory equipment? =k = 
ae ® yy 
.— Send us the sizes of your - li = 
= windows and get prices and H | 4 
& our large illustrated catalog. E : 
w@ S - 
= Y @ = 
ss & Be 
.: 4 e = 
@ } . . 
“ae 1 | 4 
Michigan City Trust & Savings Bank 
uw Los Angeles, Calif. s ” yond ts oni Hes state si = 
= a ay 
ee Ff Oe Ee Re ees ee 

















Actually Cheaper Than Bound Check Books 




















The Falconer Removable Check Binder 


The Binder is used over and over again. Soon saves its cost, and then 
begins to show a handsome profit. Permits imprinting to be done in 
quickest time. You can use checks you have. 


Quantity production insures low price. Best grade cloth with red 
fabrikoid back and corners. Booklet CB tells the whole story, gives 


you the endorsements of banks that have used our binders for a dozen 
years or more. Send for it. 


If you have used check binders and are looking for something better, 
send a full sheet of your checks and we will mail you a sample at once. 
Carried in stock in all regular check sizes. 





THE FALCONER COMPANY 


Bank Stationers : Lithographers : Printers 
GAY AND WATER STS. BALTIMORE, MD. 


Actually Cheaper Than Bound Check Books — 
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Thirty-six THE BURROUGHS 


A Bookkeeping Emergency 


How Burroughs Machines made it possible to consolidate 
the accounts of three St. Louis banks—delivering the same 
accounting efficiency before, during and after the merger 


pee behind the scenes in a big bank merger—an event which means to the layman 
only that certain banks have consolidated for the more efficient and economical 
handling of financial business. 


Picture the enormous task of reorganization involved when two or more large in- 
stitutions join under one roof their man-power, their equipment, their records—a thou- 
sand-and-one details of administration that have been handled separately for years. 


Every banker can realize what this task must have meant when the St. Louis Union 
Bank, the Third National and the Mechanics American merged, somewhat more than a 
year ago. From this consolidation emerged the First National Bank in St. Louis, with a 


capital of $10,000,000, with 30,000 individual accounts, and with $77,684,000 in deposits. 
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These figures alone are evidence enough of the job that had to be done before 
three separate organizations had been welded into one smoothiy-working unit. Yet 
this business metamorphosis was accomplished without friction, delay or difficulty, and 
with no interruption of current work. 


Naturally a tremendous part of the load fell upon the bookkeeping branch of the 
three-in-one bank. And this work, from the straight addition of the simplest set of 
figures to the posting of ledgers, was handled mechanically—on Burroughs Machines. 


Before the merger each of 
the three banks was han- 
dling its own customers’ 
ledgers and statements, as 
well as its miscellaneous 
figure work, with Burroughs. 
This left nodoubt as to what 
equipment would be used 
in the new First National 
Bank. Burroughs had al- 


ready proved its efficiency. 


During the merger, Bur- 
roughs Machines bore the 
load of transferring 30,000 
accounts to new ledger 
sheets and statement forms; 
combining them; establish- 
ing new ledger ‘divisions; 
proving, posting and balan- 
cing—and all without inter- 
ruption of the regular func- 
tioning of the bank. 


After the merger—that is, 
today— Burroughs Machines 
are carrying the bookkeep- 
ing work of this great insti- 
tution with the same 
smoothness, accuracy, speed 
and economy thatit handled 
the work of the three smaller 
banks. They are used to 
post ledgers and statements 
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and for many other jobs. 


Bookkeeping efficiency is not a matter of size. The principle of 
Burroughs-posted ledgers and statements is undergoing the acid test 
every day in thousands of banks under normal conditions. 


Emergencies, or abnormal loads, only serve to emphasize the 
fact that Burroughs Machines are built to fit the work of any bank, 


from the largest to the smallest, at any time. 
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Adding — Bookkeeping — Calculating 
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ACCOUNT WITH 


Johnathan Whipple 
1012 Oak Street 
St Louis, Mo 
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Thirty-seven 


The accompanying forms illustrate. 


how the First National Bank in St. 
Louis handles its 30,000 customers’ 
ledger accounts and statements, a typical 
statement being shown to the left with 




















eee the corresponding ledger account below. 
OLD BALANCE DATE | CHECKS IN DETAIL DATE CREDITS Sed Twenty-eight Burroughs Ledger Posting 
" l ‘ . eau _rowo T@ |nucs0| 1es5999 cme and Statement Machines handle the 
i———Lzso55 | s 2 76 - Ssi- SP Px ° 
1238372 |e > shan = - + teasene job. Country correspondent bank ledgers 
124372 | sr 1500 - 3650 - sre higzaes and statemenis are also handled by 
1419222 | seria 500 - Ser aa 14027 |seri2 31749 % . . : 
Masis:: iw: #: pest Ssteers | Dien Shenae 
1.31097 | serpis¢e 460 - 225 - 125 + ° n ers 
SEP a4 1700 - steP 14 128537 % ; . ; 
a2ese? | arse tans ~ ‘ann ee 8 a glimpse into the bookkeeping depart- 
125580 | seris 200 - 600 - sPig 1247206 ment of this busy St. Louis bank. 
124780 SEP a7 S$SO6- SEP i7 124230% 
1.24230 | sr 20 750- 300 - sep2006©6—. 1,23180%: 
123180 | see ae 366 - SEP 22 4220144 
Jonathan Whipple, 
1012 Oak St. 
St. Louis, Mo. 
ool 1920 . ee 
oLo BALANCE DATE wis ‘CHECKS IN DETAIL DATE | CREOITS DATE | NEW BALANCE 
ru rorom laces 125999 knietines 
scr 4 376 - 251 - aS 
125372 | sce 7 L000 see y) «=61,24372¢ 
1,243.72 | sF o 1500m sep og te $4 
Y stp 6 Llig222e 
Tisase lee — stP a4 14027/|8P 12 133249 + 
133249 | sepia 1500 - SEP a4 432749 © 
seP as 1431334 
et tty se sts" seP as 1431097 * 
1431334 13 a 
a wee 1700 - — viet | poo 128587 % 
stepi4 = 
128587 | steis 12000 1807 stPis 125580 % 
stp 16 125380 % 
125580 | steis 200 cH SEP 16 1.24780 # 
1.25380 | sh i6 600 ~ sep a7 124230¢ 
124780 | seeiz S50 cx stp 20 123480 % 
saqazc|erse = 73ee mite ke3isos 
6 ° none 
133186 scp 22 366um seP 22 122814% 
PLEASE EXAMINE AT ONCE, IF NO ERROR 1S REPORTED WITHIN TEN 
PLEASE REPORT ANY DIFFERENCE IN THIg 
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First NATIONAL BANK 


CAPITAL AND SURPLUS $15.00000000 
St.Lours.USA 
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= November 30, 1920 








Burroughs Adding Machine Company T . 

Detroit, Michigan he First National Bank 
outs h © Pank ty 

Gentlemen but the y Rac ag Savings ey 

uring of 7 3, 

Replying to your recent letter of inquiry, tremendous pon interest on this 

the First National Bank has successfully used Burroughs twice a year d er of accounts 

Calculators for some time in the “nalysis and Interest 0 up th 0€S not in any Sens. 

Department € regular w, e 

a. Burroughs rE see Of the 

nly enable the Fs tors not 


In most every instance we have educated our 


own operators, bringing them up through the departments ank ¢ 
in the bank, so they are acquainted with the work of th a Over thes ° 
the bank and at the same time are adept Calculator € hand ing of savi € peaks in 
operators, thereby achieving the best results without confusion 5%® accounts a 
: or del 
The Calculators are used in taking off our Analys; ay, but 
deductions for outstanding items and also for calculat na ysis and Inter for the 
ing the interest itself and footing the daily balances oO accomplish oth est Deparimenj 
th er work all through 


€ year that would 


Twice yearly when the interest is paid on v4 . . 
our savings deposits, the same operators and machines otherwise without € wmpossible 
are made use of for the figuring of interest on our Sorce, e ill a much larger 
50,000 savings accounts We try to adjust our work nalysis ustration shows th 
so this can be taken care of without additional help, of th ~ and Interest De os 
and at the same time without interfering with our other e First Nation i Partment : 
work Louis. a Bank in St. i 
7 


We feel that Burroughs Calculators effect 
a great saving in our work and we are only too glad to 
recommend them at any time to others for similar use i 
| 

| 


Yours very truly, 


Auditor 
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n Accounting Necessity 


How Burroughs Calculators enable the First 
National Bank in St. Louis, to save time, money 
and work on necessary accounting calculations 





OOK into the methods of handling figures in the first National Bank in St. Louis— 
and you will find that efficiency and economy are the objective, just as they were 
when three banks were merged to form the First National. 


Burroughs Calculators enable this immense financial institution to extend efficiency 
and economy into the very nooks and corners of its figure work—calculations were 


nothing but the result is of value—scratch-pad figuring, if you please, but absolutely 
necessary. 


| Here are some of the figure corners in the First National Bank where efficiency and 
| economy have been increased by Burroughs Calculators: 


It takes less than one-third as long to figure the outstanding on items deposited 
| for credit—so that interest will be allowed only on the net balance at the end of 
the month. 


The addition of daily balances is proven in one-fifth the time it used to take to 
obtain a proof by hand. 


Interest on savings accounts is figured so rapidly with the Burroughs Calculator 
that the additional work twice a year is absorbed without the slightest trouble. 
It doesn’t take long to figure interest on........ savings accounts when one girl, 
operating a Burroughs Calculator, can figure from 2500 to 3500 per day. 


In figuring interest on current checking accounts on bank balances—two tests 
recently made by the First National Bank revealed the fact that a girl operating 
a Burroughs Calculator could figure the interest on a set of books in two-thirds 
the time required by her nearest rival using another method. 


By saving time and turning out a greater volume of work, the Burroughs Calcu- 
lator enables the First National Bank to operate its Interest and Analysis Department 
with seven less employees than would be needed otherwise. The saving of seven 
salaries, together with an immense saving in time and a guarantee that the work done 
is mathematically correct constitute sufficient reasons for the First National Bank to say: 


“The Burroughs Calculator has proven to us beyond a doubt that it belongs to a 
bank as much as the other machines of the Burroughs family.” 


It may be that your bank has the same jobs the Burroughs Calculator is handling 
for the First National Bank in St. Louis—but if not, there are other jobs of miscel- 
laneous figuring in your bank that have to be done—accounting necessities that the 
Burroughs Calculator will handle for you efficiently and economically, just as it is 
handling the jobs mentioned above for the first National Bank. 





20 nara 


The next time the Burroughs salesman comes around to see you, ask him to tell 
| you more about the Burroughs Calculator and show you how you can extend mechani- 
cal figuring efficiency into the nooks and corners of your bank work. 
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The volume of commercial business 
carried on here as well as the years of 
experience we have had in serving 
the banking requirements of those 
engaged in trade and industry have 
given us a clear understanding of their 
needs and a broad vision of the com- 
mercial field. 
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A BROAD VISION OF 
THE COMMERCIAL FIELD 


Mercantile and industrial concerns, 
whether large or small, will find us 
readily helpful in matters of trade 
and credit information, thorough 
and consistent in counsel and ade- 
quately equipped to conduct all 
banking transactions involved in their 
business. 


You are cordially invited to consult with us. 


The CONTINENTAL and 
COMMERCIAL 


BANKS 


CHICAGO 


OVER $55,000,000 INVESTED CAPITAL 
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PRODUCED IN THE BURROUGHS PRINT SHOP 
FORM 4070-SOM-2-24-ADv- (81335) 
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| Steel storage shelving 
for banks— 


The illustration shows the filing room of the Western Savings 
Fund Society of Philadelphia. On the left are L. B. Steel files 
for housing checks and deposit tickets. On the right, L. B. Steel 
storage shelving for books, pamphlets and old records. 


Present day conditions have emphasized the advantages of 
L. B. Steel storage shelving. Increased business has multiplied 
the amount of ‘‘fileable’? bank material. Where to store this 
material in a minimum of space and yet where it will be ‘‘easy- 
to-get,’”’ is indeed a problem. Hundreds of banks have found 
the correct answer to this problem in L. B. Steel storage shelving. 

It is strong—rigid—compact. It has an air of stability. It is practically 


everlasting. It can be purchased in sections. Shelves can be raised or lowered 


at will. Mighty good to look at, too—a decided advantage when showing the 
vault to visitors. 


Write for folder No. 607—‘‘Unit steel storage shelving’’ 
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Card and filing Filing cabinets 
systems Founded 1876 wood and steel 
. . . 
Boston New York Philadelphia Chicago 
43 Federal street 316 Broadway 910 Chestnut street 6 N. Michigan ave. 
Albany, 51 State street Hog Meagg | ees Sere. Portland, Me., 665 Masonic bldg. F. W OE ny ny 
Atlanta, 102 N. Pryor street Hartford, 78 Pearl street Providence, 79 Westminster street * San Francisco, §89 Market street 
Baltimore, 14 Light street Houston, 1116 Texas ave. Richmond, 1223-24 Mutual bldg. Seattle, 108 Cherry street 
Birmingham, Vault Floor, Jefferson = [ngianapolis, 212 Merchants Bank bldg. St- Louis, 805-815 Arcade bldg. Oakland, 305 Thirteenth street 
County Bank bldg. Kansas City, 215 Ozark bldg. St. Paul, 131 Endicott arcade McKee & Wentworth, 
Bridgeport, 989 Main street Louisville, Ky., 508 Republic bldg. Scranton, 408 Connell bldg. Los Angeles, 440 Pacific Electric 
Buffalo, 120-122 Pearl street Milwaukee, 620 Caswell block Springfield, Mass., Whitney bldg. bldg 
Cleveland, 243 Superior arcade Minneapolis 428 Second avenue, South Syracuse, 401-407 Gurney bldg. Parker Bros 
Columbus, 20 South Third street New Orleans, 512 Camp street | Toledo, 620 Spitzer bldg. “Dallas, 109 Field street 
Denver, 450-456 Gas and Electric bldg. Newark. N. J.. 31 Clinton street Washington, 743 15th street, N. W. © G. Adams. 
Des Moines, 203 Hubbell bldg. Pittsburgh, 637.639 Oliver bidg. Worcester, 527 State Mutual bldg. “gait Take City, 204-205 Ness bldg 
FOREIGN OFFICES—London Manchester Birmingham Cardiff Paris 
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A better way 


ID you ever see a machine bookkeeping 
system at work? You’ll be amazed at the 
amount of work done—the speed—the accuracy. 


The most efficient systems today are using Baker- 
Vawter supplies and equipment. The ledger 
binder illustrated below is the highest achieve- 
ment in binder construction. You’d expect it 
to be, for we made the first loose-leaf ledger 25 
years ago. A lot of experience can be gained 
in that time. 


We have also learned how to make all office 
forms with such accuracy and in such quality 
that you’]l wonder how it is possible for the price. 


There are trained men in our offices in 52 cities. 
Let us counsel with you; you'll be glad if you do. 


BAKER-VAWTER COMPANY 


Originators & Manufacturers Loose Leaf & Steel Filing Equipment 


Officesin 52 cities. 
Manufacturing plants at 
Benton Harbor, Mich. 
San Francisco, Calif. 
Holyoke, Mass. 
Kansas City, Mo. 


Canadian Distributors: 
Copeland - Chatterson, 
Ltd., Brampton, Ont. 



































